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@ With this new line Square D has taken 
the knuckle-skinning dangers out of the 
30-ampere entrance switches with branch 
circuits by adding the exclusive Square D 
swing-out feature. It cuts down wiring time, 
too, because it makes the entire box area 
available for wiring instead of only 30% 
available in ordinary types. This new line 
is compact— main fuses and branch circuit 
fuses are contained in the regular 30- 
ampere standardized box. It is made for 
2 and 3-wire solid neutral and 2-pole 
service with 2 or 4 branch circuits. 


ivan 


ENTRANCE SWITCHES 





@ Branch circuits are 
accessible thru the 
small door in the cover. 
Opening the cover disconnects the main service, 
exposing both the main and branch fuses 







@ This line of switches permits or- 
derly, compact banked meter instal- 
lations — eliminates the necessity for 
“T“ shaped boxes or wiring race- 
ways. It also can be used for single 
installations. Because these switches 
are front operated, meter banks can 
be ganged with a single connector 
without space between the switches, 


by removing the side walls held by three screws. Pulling open 
the door disconnects the service and leaves the fuses dead. The 
box size is only 6” wide, 8” high and 414” deep. This line is 
available in 30-ampere, 2 and 3-wire solid neutral and 2-pole. 







@ Wherever the meter-switch-fuse sequence is being used and accessible main fuse 
switches are required, these two new lines of entrance switches should find a ready 
market. If you do not have copies of Folder CA-540, write for a supply at once. 


CALL 


IN A SQUARE D MAN 


SQUARE J] COMPANY 


DETROIT- MILWAUKEE-LOS ANGELES 
SQUARE D COMPANY CANADA LTD. TORONTO. ONTARIO 








Backbone or Wishbone? 


WO very definite and disconcerting trends 
have been discernible in the electrical whole- 
saling trade for some time. Costs of doing 
business are steadily climbing while gross mar- 
gins, over the country as a whole, are gradu- 
ally diminishing. Despite improvement in sales, 
wholesaler executives are finding it increasingly 
dificult to conduct their operations at a profit. 

Costs will continue to rise, for reasons over 
which the wholesaler has no control. Salaries 
and wages, in many houses, were of necessity 
reduced to almost subsistence levels during the 
depression. Payrolls have had to be increased, 
and further increases are inevitable as recovery, 
plus taxes, advances living costs. 

Taxes are increasing at an alarming rate, and 
each year larger tax reserves must be set aside. 
Next year payments begin under the Social Se- 
curity Act. As this is written the Senate is con- 
sidering raising the corporation income tax to 
18 per cent (almost a 50 per cent increase for 
the small corporation), and adding a new tax of 
seven per cent on undistributed earnings. 


HERE is only one way in which the electrical 

wholesaler, or any other business man, can 
meet this situation. That is by obtaining more 
money for his goods and services. 

For several years, NEWA and the local 
wholesaler groups have been telling manufac- 
turers that the wholesaler needs more gross 
profit. As a result, many manufacturers have 
provided larger margins for the wholesaler in 
their suggested resale schedules. 
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The first step, therefore, is for each whole- 
saler to keep for himself the margin provided 
for him by the manufacturer, the second to con- 
tinue his efforts to secure better margins on those 
lines which do not show a reasonable, profit under 
present schedules. In other words, the individual 
wholesaler needs to be more concerned with his 
selling than with his buying. An inside five 
chiseled out of this or that manufacturer will not 
help the situation one iota. 


FIRM resolution to watch his costs and to 

sell only at a profit is the only solution. Let 
the other fellow dig his own grave by “giving away 
his shirt.” Actual operating costs of the average 
wholesaler are probably close to 18 per cent 
today, plus Federal and state taxes, losses from 
bad debts, and capital charges. ‘Thus, unless a 
firm’s gross margin averages at least 20 per cent, 
it is in grave danger of finding itself in the red 
at the end of the year. 

The chiseler, who yields to the threats of a 
hard-boiled buyer and takes an order at only ten 
per cent margin, must add the other ten to some 
other order of equal size (making a total margin 
of 30 per cent on the second order), or he can- 
not maintain the 20 per cent average which he 
must have to survive. . ~ 

Sales are steadily gaining in volume but we 
are headed for a. period of “profitless prosperity” 
unless, as Mr. Eiseman told the wholesalers at 
Hot Springs, every man in the business demon- 
strates that he has a backbone instead of a wish- 
bone—and sells only at a profit. 
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Highlights of the Convention 


Wholesalers discuss increasing taxes, local stocks, cash discounts. 


Hill-billies score hit. 
cup. Latham elected chairman. 
at the Hotel Statler, Buffalo 


National Electrical Wholesalers Association 

gathered at Hot Springs, Va., on May 4 for 
their 28th Annual Convention. The executive commit- 
tee arrived at the Homestead a day earlier, holding both 
morning and afternoon sessions on Sunday. 

At the suggestion of this committee, the various com- 
modity committees in their conferences with manufac- 
turers on Monday and Tuesday, emphasized the whole- 
saler’s need for increased margins to cover the tax 
burden placed upon the wholesaler by the Social Se- 
curity Act. 

More than 300 members and guests gathered in the 
Homestead Theatre Tuesday afternoon for the opening 
session, which was presided over by J. G. Johannesen, 
chairman of the program committee. 

Chairman Eiseman reported that the Association’s 
regular membership stood at an 
all-time high, that only 35 con- 
cerns in the entire country, who 
were eligible for membership, 
were not included on the roster 
of members. He again empha- 
sized that volume alone was not 
sufficient for profitable opera- 
tions, that operating expenses 
were becoming greater, and that 
net profit was the prime objec- 
tive of the wholesaler. 

C. E. Schwartzbaugh, chair- 
man of NEMA’s business de- 


FTER an absence of five years, members of the 





F. R. Eiseman 
Retiring Chairman 
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Membership at new peak. Rosenthal wins Curtis 
Fall meeting to be held Sept. 28-30 


velopment committee, reported that the machinery had 
been developed to secure the cooperation of the four 
major branches of the electrical industry (manufacturers, 
wholesalers, contractors, and utilities) and that activities 
would be confined to the expansion of markets in which 
these four branches are interested. Local industry pro- 
motional committees, composed of representatives of each 
of these groups and also including a retailer, are to be set 
up in each trading area. 

Activities already planned include contact with archi- 
tects, rural electricification, adequate wiring, kitchen 
modernization, electrical housewares, electric welding, 
street lighting, conduit fittings, outlets and switches and 
electric furnaces. The local committees will be expected 
to translate these activities, which must be kept separate 
from problems of competition, discounts, etc., into local 
action. Local electrical leagues will also cooperate. 

E. M. Graham, chairman of 
the permanent committee on 
trade practices, reported that 
several suggested changes and 
additions to the industry’s trade 
practice rules had been discussed 
with the Federal Trade Com- 
mission. The commission, Mr. 
Graham reported, was anxious 
to transfer the present consign- 
ment provision from Group I to 
Group II, and any formal appli- 
cation for any changes in the 
rules could be expected to result 





L. E. Latham 


Incoming Chairman 




















































































in definite action by FTC on this 
point. Loss of this provision, as a 
Group I rule, the committee felt, 
would more than offset any advan- 
tages which might be gained from 
any additional provisions that might 
be approved by the Commission. 

Other speakers at this session 
were Judge D. T. Ackerly, whose 
address is summarized on another 
page, and W. I. Bickford, chairman 
of the catalog committee. Mr. Bick- 
ford reported that NEMA’s board 
of governors had reaffirmed their 
policy, although not by unanimous 
vote, and had again recommended 
that their manufacturer members do 
not contribute to wholesaler cata- 
logs. | Consequently, wholesalers 
must now appeal directly to their 
individual suppliers for cooperation 
in NEWA’s catalog plan. 

On Tuesday evening the executive 
committee met to consider reports 
prepared by the various commodity 
committees after their conferences 
with manufacturers. An offer from 
the Department of Commerce to 
conduct a distribution cost study 
was discussed and voted down. The 
managing director was asked to pre- 
pare an emblem which members of 
the association could use on their 
stationery, and a special committee 
was authorized to study the desir- 
ability of a cooperative advertising 
program setting forth the advantage 
of purchasing from the wholesaler. 
The committee decided upon a fall 










meeting to be held at Butfalo, Sep- 
tember 27 to 30. 

The general session on Wednes- 
day morning opened with an address 
by O. P. Anderson, Incandescent 
Lamp Department, General Electric 
Co., who cited sales opportunities 
offered the wholesaler by lumiline, 
silver bowl, three-light, and mercury 
vapor lamps. 

The balance of the session was 
given over to the reading of com- 
modity committee reports. The re- 
cent change in the cash discount on 
armored conductors revived discus- 
sion of the desirability of a uniform 
cash discount, and it was voted to 
appoint a committee to consider the 
problem. 

Wednesday evening was devoted 
to a program.of entertainment, and 
the awarding of prizes to the win- 
ners of the golf and bridge tourna- 
ments. Hon. J. H. Price, lieutenant 
governor of Virginia, received a big 
hand when he stated that his state 
had balanced its budget. 

Through the courtesy of radio 
station WRVA of Richmond a 
splendid program was rendered by a 
“Hill-Billy” orchestra, including two 
blind artists, who displayed unusual 
talent. In fact, the rhythm of these 
mountain boys and the sparkling 
discussion of the legislative situation 
by Judge Ackerly on Tuesday after- 
noon were the two outstanding high- 
lights of the most successful conven- 
tion in many years. 





1. Mrs. L. R. Klose, L. R. Klose Electric Co., Kalamazoo, Mich.; Mrs. L. R. 


Klose, Jr. 


2. Mr. and Mrs. Felix Van Cleef, Van Cleef Bros., Chicago 

3. August Kubec, Kubec Electric Co., Chicago; Walter S. Blue, Columbian Elec- 
trical Co., Kansas City; J. B. Dunn, Tower-Binford Electric & Mfg. Co., Rich- 
mond; M. W. Nichols, Nichols Electric Co., Dayton 

4. J. Isaacs, City Electric Co., Syracuse; Henry J. Baitinger, Baitinger Electric 
Co., New York City; F. K. Gorke, H. J. Gorke Estate, Syracuse 

5. R. C. “Bob” Bennett, I. A. Bennett & Co., Chicago; D. R. “Denny” Cohen, 
Glasco Electric Co., St. Louis; Max Spaulding, National Electric Products 


Co., New York City 


6. G. E. Wilkinson, Mill Power Supply Co., Charlotte, N. C.; J. A. Wahlgren, 


Phelps-Dodge Corp., New York City 


7. A. C. Sanger, Philadelphia; R. J. Cordiner, R. W. Turnbull, Bridgeport; P. B. 
Zimmerman, Cleveland—all of General Electric Co. 


8. C. W. Higbee, U. S. Rubber 


Co., New York City; Arch McKay, Mc- 


Naughton-McKay Electric Co., Detroit; Walter Roach, Appleton Electric 


Co., Chicago; M. P. Lewis, U. S. Rubber Co., New York City 





Chairman 
L. E. Latham, E. B. Latham & Co., 
New York City 
Succeeding F. R. Eiseman 


Vice-chairman 
H. O. Smith, Hardware & Supply 
Co., Akron 
Succeeding H. J. Baitinger 


Chairman, Atlantic Division 
B. T. Hare, Rumsey Electric Co., 
Philadelphia 
Succeeding H. J. Baitinger 


Chairman, Central Division 
F. R. Eiseman, Revere Electric Co., 
Chicago 
Succeeding S. Rosenthal 


Exeeutive Committee Elections 






Committeeman-at-Large 
W. J. Kranzer, Crannell, Nugent & 
Kranzer, New York City, re-elected 


District Representatives 
L. E. Latham, E. B. Latham & Co., 
New York City 
Succeeding W. J. Drury 
W. H. Hall, Jr., Baldwin-Hall Co., 


Syracuse 
Succeeding Karr Parker, Buffalo 


H. D. Roseth, Co-Op Electric Sup- 
ply Co., Chicago 
Succeeding F. R. Eiseman 


R. A. Riley, Graybar Electric Co., 
Dallas 
Succeeding C. B. Nelson, Tulsa 


Winners Of Golf Prizes 


Curtis Cup (WHOLESALERS Low 
Gross) : S. Rosenthal, Hyland Elec- 
trical Supply Co., Chicago. 


MANUFACTURERS Low Gross: A. 
W. Biggs, Geo. Hatheway & Co., 
New York City. 

Kickers’ CONTEST, WHOLESALERS: 
A. J. McGivern, Chicago Electrical 
Wholesalers’ Association; A. C. 
Prang, G. E. Supply Corp., Bridge- 
port; Jos. Fink, Efengee Electrical 
Supply Co., Chicago; W. L. Perry, 


Perry-Mann Electric Co., Columbia, 
S. C.; J. G. Johannesen, G. E. Sup- 
ply Corp., Bridgeport. 


KiIcKERS CONTEST, MANUFACTUR- 
ERS: Harry Russell, Economy Fuse 
& Mfg. Co., Milwaukee; Howard 
Ehrlich, Electrical Wholesaling, 
New York City ; George Hatheway, 
George Hatheway & Co., New York 
City; C. L. Hull, Square D Co., 
Detroit; G. L. Sutton, Electrical 
Wholesaling, New York City. 





9. N. J. MacDonald, Thomas & Betts, Elizabeth, N. J.; Mrs. E. K. Moore and 
E. K. Moore, Harvey Hubbell, Inc., Bridgeport; Mrs. Walter Bauer (in hid- 
ing) and Harvey Hubbell, Harvey Hubbell, Inc., Bridgeport 

10. Van N. Marker, Revere Electric Co., Jos. Fink, Efengee Electrical Supply 
Co., Sam Rosenthal, Hyland Electric Co., and A. N. Anixter, Englewood 


Electrical Supply Co.—all of Chicago 


11. A. W. Biggs, and George C. Hatheway, George C. Hatheway & Co., New 
York City, and Thomas S. Nelson, Edwards & Co. 

12. G. C. Wasson, and J. G. Johannesen, General Electric Supply Co., Bridgeport; 
F. M. Bernardin, Kansas City, and Clarence Wheeler, Rochester. 

13. A. C. Prange, Bridgeport, and A. C. Calahan, New York, of the General 
Electric Supply Corp.; H. W. Desaix, Watson-Flagg Sales Corp., Paterson, 
N. J.; E. L. Van Winkle, General Electric Supply Corp., Cincinnati 

14. R. H. Wildauer, Arrow-Hart & Hegeman, Hartford; W. O. Roach, Appleton 
Electric Co., New York City; August Kubec, Kubec Electric Co., Chicago; 
A. J. McGivern, Chicago Electrical Wholesalers Association 

15. Sam Rosenthal, Hyland Electrical Supply Co., Chicago, winner of Curtis Cup 

16. Harry Russell, Economy Fuse & Mfg. Co., Pittsburgh, and “Bob” Beller, 


Beller Electric Co., Newark 









































































Laws—Present and Pending 


In a brilliant summary of recent and pending legislation, NEWA’s coun- 


sel predicts further governmental regulation and increased taxation, 


scores kaleidoscopic changes in Federal and state laws, and urges 


industry cooperation as the real 


OR the first time in five years you 

have retired to the hills. In this 

there is wisdom. Just to have sur- 
vived the past seven years is a triumph. 
But it is a rare blessing denied to most 
of us to have come through without 
being bewildered or even dizzy. And so 
you are well-advised to escape from the 
maelstrom and spend a few days here to 
get your bearings and renew friendships 
with men, who like yourselves, are endeav- 
oring to earn a living in this most modern 
of industries—a living not only for your- 
selves but for the numerous beneficiaries 
of a bountiful Government that gra- 
ciously accepts your taxes. 

Until the happy millenium in which we now live, the 
laws of yesterday in each country were for the most 
part the laws of today. A lawyer, or a man desiring to 
by a law-abiding citizen, could learn something of ‘the 
subject by a study of history. There was no need that 
he be clairvoyant. Laws were then founded upon custom 
and the record of their growth was the story of human 
experience. To be sure, there were upheavals that 
brought strange governments into power, but these new 
rulers were but men and human nature proceeded on its 
way much as before, changing its customs slowly, if ever, 
and putting its trust more in experience than in experi- 
ments. 

Today, he who would know the law must have a 
kaleidoscopic mind and to obey the law before it changes 
he must be quick on his feet. The numbers of bills 
introduced in Congress and the state legislatures during 
the past four years approaches astronomical figures and 
a goodly number were enacted into law. The only state- 
ment I can make with any certainty is that whatever the 
law may be today, it will be different tomorrow. Our 
leaders are tireless believers in the gospel of change. 
The reason so many of these new laws fail of their pur- 
pose is that it is much easier to change a statute than to 
change human nature. 

During the past four years, an unusually large number 
of these statutes have directly affected your business, 
some through regulation and others through increased 
tax burdens. Many of these present a threefold problem, 
first, the question of constitutionality; second, that of 
interpretation, and, finally, the difficult task of enforce- 
ment. It is not sufficient merely to read these new 
statutes. One must form some opinion of their constitu- 
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By D. T. ACKERLY 


solution of present problems 


tionality, and that is a difficult task when 
they come so fast from the legislative 
mill and when the Supreme Court 
divides, as it frequently does today. 

Your counsel. has never contracted the 
habit of prophecy, but the temptation 
now is strong, because we live in a 
present-day world of contradictions, so 
that most prophecies are sure to be right 
sooner or later. Last January, when the 
Supreme Court held AAA unconstitu- 
tional, I ventured the opinion that it 
would later uphold the federal Social 
Security Act. Since that time the Court 
of Appeals of New York has held the 
New York Unemployment Insurance 
Law to be constitutional. 

It would be well for all employers promptly to consult 
their own accountants and attorneys, as many of you 
doubtless have already done, in order to set up proper 
methods of bookkeeping and to have accurate records for 
the payment of the federal tax later and to substantiate 
your claims for credit on account of similar state taxes 
paid. 

The NRA and AAA decisions uphold the rights of 
states and their citizens as guaranteed by the Constitu- 
tion. If the people want to take these powers from the 
state and confer them upon the federal government, the 
change can be quickly accomplished. The court does 
not stand in the way. Less than three years ago the 
Constitution was amended. The process of repealing the 
prohibition amendment was completed within a few 
months. This can be repeated. There have been many 
amendments. The Constitution itself provides for them. 


Experiments in Regulation 


The National Recovery Act and the Agricultural Ad- 
justment Act provided, among other things, the means of 
outlawing unfair practices in agriculture, commerce and 
trade. Neither statute was in effect for a sufficiently 
long period so that the country could surely determine 
whether it could be adequately enforced or whether it 
would accomplish, as a practical matter, the ends desired. 
In other industries, as in yours, there was wide differ- 
ence of opinion as to their efficacy and the possibility 
of enforcement. The President described them as exper- 
imental. From one point of view it is unfortunate they 
could not have been tried for another year or two, so 
that general experience of their practical operation and 
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opinion over the country regarding their results could 
have crystallized one way or the other. 

The conditions that the Government attempted to 
remedy by these statutes present grave economic prob- 
lems that are as old as civilization itself. It seems doubt- 
ful, therefore, whether any government can solve them 
by statute. Certainly it is clear that in this country any 
further attempted legal remedy must begin either by 
amendment of the Constitution or by well coordinated 
federal and state laws, so as universally to govern inter- 
state and intrastate activities. Various proposed statutes 
of this character have been drawn. Some of them are 
now pending in Congress and in state legislatures. 


More Regulation Inevitable 


However, we must accept it as inevitable that the law- 
makers of today will, as the price of protecting either the 
business man or the farmer from ruthless competition, 
attempt to impose upon him and indeed upon all industry 
and agriculture a greatly increased measure of regulation 
and taxation. Industry will not be permitted nationally 
to rid itself of vicious practices affecting price and the 
channels of trade without being compelled by the statutes 
offering such relief to undergo an increased measure of 
regulation. 

Recent state statutes of chief interest to business are 
the California Fair Trade Acts, new similar statutes in 
some other states usually known as fair trade acts, and 
laws of 1935 in Illinois, lowa, Maryland, New Jersey, 
New York, Oregon, Pennsylvania, Washington and Wis- 
consin legalizing resale price maintenance contracts. In 
Ohio, Rhode Island and Virginia statutes upon this sub- 
ject were enacted in 1936. They are similar to the earlier 
law enacted in California. 

The Court of Appeals of New York has invalidated 
that portion of the statute which attempts to require the 
maintenance of resale price even by merchants who have 
not signed such a contract with the wholesaler or manu- 
facturer. 

Unfair practice acts in California and Kentucky pro- 
hibit selling below cost, secret rebates and unfair price 
discrimination. 

Coming now to the bills pending in Congress, those of 
most immediate interest are the Revenue Bill, to revise 
the income tax law as to corporation by imposing taxes 
upon surplus earnings not paid out in dividends, and the 
price discrimination bills, ten of which are pending. 

Last month, the Senate passed the Robinson price dis- 
crimination bill, designed to prohibit discrimination in 
price between different purchasers of commoditi¢s of like 
grade and quality ; to restrict brokerage payments ; and to 
outlaw advertising and other service allowances unless 
they are offered on proportionately equal terms to all 
competing customers. 

Meanwhile, the Federal Trade Commission, in a vig- 
orously contested case, has issued an order that would 
indicate the existing Clayton Act is adequate without 
further amendment to prevent many of the practices at 
which the pending bills aim. This order is against the 
Goodyear Tire and Rubber Co., directing it to refrain 
from discriminating in price in favor of Sears, Roebuck 
& Co. and against other retail customers of Goodyear. 
The manufacturer, over a long period, had sold tires to 
the mail-order house at prices lower than those at which 
the tire company sold the same type of tires to other 
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dealers. An appeal has been taken to the Circuit Court 
of Appeals and there is ground for the belief that, upon 
the evidence, the Supreme Court, if not the Court of 
Appeals, will sustain the Federal Trade Commission. 

Akin to the price discrimination bills are anti-basing 
point measures, now pending and designed to prevent 
pricing methods under which industries now follow the 
practice of making uniform delivered prices at various 
distances from the factory or central warehouse. 

The Patman price discrimination bill, as reported by the 
House Judiciary Committee, contained an anti-basing 
point provision. It defined “price” as the amount real- 
ized by the seller after deducting all transportation 
charges. 

The apparent purpose of some of these bills is to com- 
pel all sales in interstate commerce to be made f.o.b. 
seller’s factory or warehouse. It would seem that such a 
law would narrow the scope of the territory in which 
business concerns now compete and would outlaw estab- 
lished competitive methods, with the effect of giving both 
consumers and merchants fewer competitive outlets from 
which to purchase merchandise. 

During this past year, on everyone’s lips have been the 
words “financial security” and “social security.” Over 
this country and a great part of the world there have 
arisen increasing demands from people of all nations and 
classes for new laws and new political remedies for all 
our ills, fancied and real. Millions of us seem to have 
the delusion that government, through legislation or reg- 
ulation or some magic, can provide us each with a per- 
manent income, can make our business or our vocation 
profitable, can solve all our problems. There is no per- 
fection of government that ever has done or can do these 
things. They are beyond the sphere of government. 
There are inexorable natural laws and economic laws that 
no government and no people can repeal or amend or 
escape or long ignore. Each of us must obey those laws 
or suffer inevitable penalty; no man-made law, no gov- 
ernment, no state can save us. For each of us indi- 
vidually there is something more fundamental even than 
financial or social security. It is mental security, and it 
comes only from within. In recent years there has come 
upon us and upon our fellows over most of the globe a 
disturbing accession of mental insecurity. It manifests 
itself in hostile criticism and attack where there should 
be constructive thought and cooperation. 


Cooperation Develops Mental Security 


In our own industry we can make this year better than 
the last by working not against but with the other fellow, 
putting ourselves in his place and gaining some under- 
standing of his troubles, which, after all, are strikingly 
like our own. 

And speaking of troubles, Socrates said that if all our 
misfortunes were laid in one common heap, whence 
everyone must take an equal portion, most persons would 
be contented to take their own and depart. 

We hear much these days of sharing wealth or prop- 
erty, but we would have more understanding and sym- 
pathy with our associates and competitors if we realized 
that there are troubles to be shared also. 

And so bring your trade problems to your association. 
It cannot work miracles, but if you put into the organi- 
zation half what you expect to get out of it, the joint 
effort will bring results. 
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. W. Nichols, Nichols Electric Co., Dayton 






























29. 
18. P. B. Zimmerman, General Electric Co., Cleveland; 
A. H. Kahn, General Electric Supply Corp., Chicago 
19. J. Dunn, Sager Electrical Supply Co., Boston 30 
20. J. S. Isaacs, City Electric Co., Syracuse 
21. M. L. Spaulding, National Electric Products Co., I 
Pittsburgh; W. C. Robinson, Jr. 
22. O. E. Frankenbush, Hawkins Electric Co.; H. D. 
Roseth, Co-Op Electric Supply Co.; George S. 32 
Steiner, Steiner Electric Co., all of Chicago 7 
23. L. E. Reid, American Electric Co., St. Joseph, Mo.; 33 
Mrs. Reid, A. I. Appleton, Appleton Electric Co., | 
Chicago . 
34. 
24. Mr. and Mrs. W. F. Perry, Doubleday-Hill Electric 
Co. Washington, D. C. 
25. W. A. Ward, Westinghouse Electric Supply Co., St 35 
Louis | 
26. G. Morgan Hall, The Jaqua Co., Grand Rapids 
27. H. E. Sanderson, San Francisco; William A. Stacey, 36 
Chicago, both of Bryant Electric Co. 
28. H. B. Tompkins, Westinghouse Electric Supply 37. 
Co.; L. E. Latham, E. B. Latham & Co., both of New 
York City; E. M. Graham, National Electric Supply 38 


Co., Washington, D. C. 





njoy The Hospitality 


Between Meetings 


. Allen Growoig, Continental Products Co.; J. S. 
Jacobson, Hatfield Wire & Cable Co., both of Chi- 
cago; Morris Blumberg, Madison Electric Co., De- 
troit 


\. R. Maynard, Detroit; W. H. MacCrellish, Cin- 
cinnati, both of Graybar Electric Co. 


. F. M. Bernardin, General Electric Supply Corp., 
Kansas City, Mo.; L. W. Korsmeyer, The Kors- 
meyer Co., Lincoln, Neb.; George L. Delany, Buss- 
man Mfg. Co., St. Louis 


. Mr. and Mrs. G. V. Weir, Eastern Electrical Whole- 
salers Association 


. W. J. Drury, Graybar, New York City 


. C. W. Higbee, U. S. Rubber Co.; George C. Rich- 
ards, Licensors’ Agent; ‘““Toby” Lewis, U. S. Rubber 
Co.; Glenn W. Sutton, Electrical Wholesaling, all of 
New York City 


. L. Hirsch, Electrical Supply Co., New Orleans; 
B. Dunn, Tower-Binford Electric Mfg. Co., 


L 
Js 
Ri 


ichmond 


. Mr. and Mrs. D. E. Kazar, Kiefer Electric Co., 


Peoria 


. Henry J. Baitinger, Baitinger Electric Co., New York 
City 


H. L. Everest, Hartford; R. Wildauer, Chicago, both 
of Arrow-Hart & Hegeman Electric Co. 











Reports of Commodity Committees 


Stress Inereasing Tax Burden 


Manufacturers are told that the wholesaler needs more gross margin to 


meet the added costs imposed by old age and unemployment taxes 


Conduit Fittings and Outlet Boxes 
H. H. 


TuLty, chairman 


The committee was in accord in 
favoring continuance of the present 
method of two column pricing on out- 
let boxes, and further suggested the 
adoption of two column pricing on lock- 
nuts and bushings. 

This recommendation was favorably 
received by those manufacturers present. 

The committee also suggested that 
a smaller differential be considered be- 
tween galvanized and black boxes as 
the manufacturers did not feel justified 
in standardizing on one finish at this 
time, although they recognized this 
would be more economical for all con- 
cerned. 

It was recommended to the manufac- 
turers that the price spread upon some 
lines be increased because of the whole- 
salers’ needs of additional compensa- 
tion to him in meeting additional taxes 
that have and will be imposed, particu- 
larly old age pension and social security 
taxes. 

This committee greatly appreciates 
the cooperation of the manufacturers 
during the past in making their line 
more profitable to handle. 


Incandescent Lamps 
W. I. Bickrorp, chairman 


At the meeting of the association, 
held in Chicago in October, 1935, a 
resolution was passed authorizing the 
expenditure of not to exceed $12,000 
for a joint cost study of electrical whole- 
salers’ cost of distributing lamps, if 
upon further consideration by the 
executive committee such procedure was 
deemed desirable, the total cost of such 
study to be apportioned 80 per cent to 
the manufacturers and 20 per cent to 
the association. Further discussion of 
such a study by your committee and the 
Mazda lamp manufacturers led us to the 
conclusion that any action on this mat- 
ter might well be deferred. 

The committee again submitted to the 
manufacturers for their careful consid- 
eration the proposed discount schedule 
as outlined at the 1935 meeting. The 
manufacturers agreed to reconsider this 
schedule, but stated that due to the fact 
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These reports, as submitted to 
the Convention by the 16 Com- 
modity Committees, provide a 
comprehensive summary of the 
problems discussed at Hot 
Springs. 

The Editor 





that any changes in the B agents’ 
schedule, necessitated changes in other 
related discount schedules, it would be 
necessary for them to take the matter 
under advisement. 


Residential Lighting Fixtures 
S. S. Front, chairman 


The committee discussed at length the 
possibilities of immediate business in 
residential lighting fixtures and the op- 
portunities offered the electrical whole- 
saler to secure a large portion of this 
business. 

The housing boom which is at present 
getting under way has large money mak- 
ing possibilities for the residential light- 
ing industry. To exploit the profit pos- 
sibilities of this market, the fullest 
cooperation is necessary between manu- 
facturers, distributors, architects, in- 
terior decorators, incandescent lamp 
manufacturers, electrical utilities and 
the Better Light Bureau to increase 
sales volume. For the past eight months 
committees have been working to build 
this cooperation. Genuine progress has 
been made. It is expected that in the 
immediate future a detailed plan will be 
announced crystalizing the findings of 
these committees, which will be of in- 
terest to every section of the industry. 

These plans aim to capitalize the light 
consciousness which has been created 
in the mind of the buying public through 
the IES portable lamp campaign in 
the interest of stationary residential 
lighting. 

It is the hope of the manufacturers 
of residential lighting that electrical 
wholesalers will participate in and sup- 
port this program which is the first or- 
ganized and coordinated effort to pro- 
mote the sale and use of permanent 
lighting equipment in the home. 


Armored Conductor 
H. J. BatrinGer, chairman 


The committee suggests that manu- 
facturers would save money by discon- 
tinuing local warehouse stocks, as ware- 
housing is a wholesaler function, more 
economically performed by him. When 
warehouses are maintained by the manu- 
facturer, there is, of course, additional 
expense to him for which he should 
charge. Studies have shown this cost 
to be at least 10 per cent and it would 
seem only fair that the manufacturer 
add this to factory cost plus freight in 
justice to the wholesaler who performs 
this expensive function at his own cost. 

The nature of electrical installation 
is such that non-approved installation 
should be discouraged as a_ safety 
measure. It is therefore our suggestion 
that short footage lots, such as 15, 25 
and 50 foot coils be discontinued, as 
sales in such quantities are not made 
to the experienced electrical contracting 
trade but rather to individuals for their 
own home installation with resulting in- 
jury to persons and property. 

There should be a fair price quoted 
by manufacturers to all wholesalers and 
no discrimination or favoritism shown 
to wholesale buyers in any market. 

During its meeting the committee 
received a telegram stating that manu- 
facturers had changed their prices and 
cash discount terms. The cash discount 
was changed from five to one-half of 
one per cent. The committee suggests 
that the manufacturer change this cash 
discount to a two per cent basis, in 
order to make it conform with cash dis- 
counts generally given in the industry. 


Industrial and Commercial 
Lighting 


E. A. HAwKINs, chairman 


The committee found no general com- 
plaints on quality of product and re- 
ported that methods of packing were 
very satisfactory. More gross profit is 
desired, however, to cover additional 
taxation resulting from state and fed- 
eral social security legislation. 

In its report, submitted at the last 
Chicago meeting, this committee called 
attention to mercury vapor lighting as 
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representing a new field for the whole- 
saler. Since rapid strides have been 
made with this line during the inter- 
vening period, a special paper has been 
prepared which should be helpful to 
wholesalers’ lighting specialists. (This 
paper will be published in ELEectricaL 
WHOLESALING for July.) 


Fan Motors 
W. F. Perry, chairman 


The following problems were dis- 
cussed by this committee: 

1—The arbitrary setting up of resale 
schedules by the fan manufacturers 
without hearing any suggestions from 
the wholesaler as to his problems. 

2—Revision of resale schedules sub- 
sequent to the issuance, reducing the 
compensation to the wholesaler without 
permitting the wholesaler to submit 
facts showing the necessary cost of per- 
forming his distribution service. 

3—Resale schedules should be so ar- 
ranged that provision is made to com- 
pensate the wholesalers for increased 
taxation under the Social Security Act. 

4—Additional compensation should be 
given the wholesalers to cover expense 
of warehousing and insuring fans due to 
seasonal nature of the commodity. 

5—The entry into the fan market of 
new fan manufacturers who are offer- 
ing special inducements in the form of 
price concessions, extra discounts and 
cooperative advertising. 

Although 12 manufacturers were in- 
vited to attend the meeting, no one ac- 
cepted the invitation. It was the com- 
mittee’s opinion that the evident lack of 
interest and cooperation on the part of 
the fan manufacturers should be brought 
to the members’ attention as the prob- 
lems presented to this committee will 
be matters for each and every member 
of the association to discuss as an indi- 
vidual and as he sees fit with his fan 
suppliers. 


Wires and Cable 
W. J. KRANZER, acting chairman 


The committee discussed the advisa- 
bility of all wholesalers becoming cog- 
nizant of the increased costs of doing 











Some Committee Recommendations 


Increased selling effort by the wholesaler on home ventilation, 
mercury vapor lighting, motors and control, portable room coolers, 
residential lighting and vacuum cleaners 


Consideration of the expenses involved it. maintaining local stocks of 
armored conductors and wiring devices 


Utilization of the wholesaler’s warehouse facilities for local conduit 


stocks 


Including the cost of reels in the selling price of wire and cable 


Two column conduit cards, with carload quantities omitted 


Discontinuing column D on code wire 


Two column pricing of lock nuts and bushings 


Simplified discounts on motors and control 


Selling weatherproof wire by length, instead of by weight 


Discontinuing short coils of armored conductor 


Revision of suggested resale schedules on fans 


A study of flashlight and battery sales to industrial plants 


Distribution of range and meter switches to utility companies 


through the wholesaler 


Wholesaler-retailer distribution of washing machines 


A study of the cost of appliance demonstrators 


One year warranties on refrigerators 


The return of radio replacement parts for credit within one year 


from date of purchase 


Absorption by the manufacturer of transportation charges, both 
ways, on defective radio parts and cabinets 





business which new tax legislation al- 
ready on the books has forced upon 
them, and with the probability of fur- 
ther taxes now in the making. Un- 
doubtedly state and local taxes are in 
the making, all of which items are a 
direct tax on the operating expense of 
a business, but unfortunately do not 
reach the face of an invoice. 

The committee suggested that on code 
wire price sheets, for convenience, the 
manufacturer discontinue Column “D” 








and show on a separate sheet whatever 
discount he grants on $4,000 orders. In 
brief, there is no recommendation herein 
contained that the manufacturer raise 
or lower his prices but simply that the 
method of announcement be changed as 
suggested above. 

The committee also suggested to the 
wire and cord manufacturer that staple 
cords, such as wholesalers quite gen- 
erally stock and sell over the counter, 

(Continued on page 20) 


39. G. T. Marchmont, Graybar Electric Co., Atlanta; W. J. 40. F. U. Webster, Cutler-Hammer, Milwaukee 
Weaver, and Harold Hey, Bryant Electric Co., Bridge- 41. A. E. Lubeck, Detroit; G. C. Barry, Hartford; A. P. Dea- 


port; E. A. Hawkins, Graybar Electric Co., New York 


City 
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con, New York City; A. C. Nelson, Boston, all of Arrow- 
Hart & Hegeman 


















MEN YOU SHOULD KNOW 





* W. L. PERRY 


Secretary-treasurer, Perry-Mann Electric Co. 


is W. L. Perry’s official title 

at the Perry-Mann Electric 
Co., Columbia, S. C., but actually it 
is very much of a misnomer. To 
properly designate his activities, he 
should be called “secretary-treas- 
urer, sales manager, general man- 
ager and salesman.” True, it would 
be awkward, but it would hit the 
nail on the head. 

3ill Perry is no swivel chair ex- 
ecutive. You can look in vain for 
his private bailiwick. His desk is 
lined up with the others in the gen- 
eral office. If this Carolina whole- 
saler spent all his time inside, he 
might prefer a bit more privacy, but 
up to the present time he continues 
to devote a portion of each day to 
contact work. He started carrying 
a catalogue, order book and samples 
back in 1919 and has never shaken 
off the habit. 

A real native of the old south, 
Bill Perry was born in Columbia, 
the state capitol, in 1891. Except 
for a very few years, he has spent 
his entire life in that city. He 
breezed through the first 12 years 
of schooling under local teachers 
with no outstanding troubles, so his 
dad thought he deserved to continue. 
Accordingly, he enrolled at the 
Clemson Agricultural and Mechan- 
ical College to learn something of 
mechanical and electrical engineer- 
ing. 

Finishing at Clemson, young 
Perry packed his suitcase and de- 
parted for Schenectady, N. Y., 
where he continued his electrical en- 
gineering education by enrolling as 
a student engineer with the General 
Electric Co. He spent two years in 
that school and plant, and then the 
war brought an interruption. About 
that time, guns started rumbling in 
Europe, and young Perry joined up. 
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Columbia, S. C. 


A Genial, Hard Worker 


He had a hankering 
for flying, and enlisted 
in that branch of the 
service. After about a 
year and a half of 
training here, he was 
ordered to England 
and the Armistice 
found Bill Perry in 
England, with the rank 
of second lieutenant in 
the air corps. 

Upon his return to 
the States, he started 
work for the Perry- 
Mann Electric Co., his father being 
the “Perry” of the partnership. 
He spent a few years inside, then 
took to the road, devoting the fol- 
lowing two years to selling. The year 
1920 brought him the post of secre- 
tary-treasurer of the firm. Since 
then his activities have been a pleasant 
mixture of inside and outside work. 


ILL PERRY and three others 

form the sales force, and do a 
real job of covering South Carolina. 
As that state is situated in the heart 
of the cotton belt, numerous mills are 
contacted by these four men. “Sell- 
ing” a mill isn’t a dash in-dash out 
proposition. More frequently the 
electrician needs technical advice re- 
quiring hours for a single call. With 
hosiery mills and other industrial 
plants, contractors and dealers to 
sell, Bill Perry has a job cut out for 
himself in directing these men so 
that their time is spent most pro- 
ductively. 

For several years past, the elder 
Mr. Perry has been taking things 
easier, getting some well deserved 
moments of relaxation. As a result, 
the younger of the Perrys has been 
obliged to handle the responsibilities 
of management as well as sales. 

He is well known to wholesalers 


tary-treasurer. 
call for a private office and a swivel chair. 
It means rather a greater responsibility in 


Who Knows His Job 


Since the virtual retirement of his father, 
W. L. Perry has been directing the affairs 
of the Perry-Mann Electric Co., Columbia, 
S. C., in his official capacity as secre- 


To Bill Perry that doesn’t 


the task of selling the “tough” accounts. 


in all parts of the country, largely 
through his activities in NEWA. 
The 1935 convention marked the 
end of a three-year term as a mem- 
ber of the executive committee. 
This year he is serving the associa- 
tion as a member of the fan com- 
mittee. 

Maintaining a fast pace all day, 
Mr. Perry is typical of many other 
business men in that he finds days 
too short to do his work and still 
sneak in a few hours of exercise. 
He holds memberships in the Forest 
Lake and Ridgewood Country Clubs 
of Columbia, but says that he’s not 
as active a member of these as he 
would like to be. 

Hobbies? “Let’s see now,” says 
Bill. “Yes, I guess you can say that 
I have a hobby. In fact, two of 
them—golf and fishing, but I’m not 
much good at either.” But as Bill 
Perry never was known to do a 
“half-hearted” job, you can take his 
modest appraisal with a great big 
grain of salt. Incidentally, he won a 
golf prize at Hot Springs last month. 














OUR SERIES OF PROMINENT 
WHOLESALERS 








ELECTRICAL WHOLESALING — June 1936 


Oe MRO A 


W. L. PERRY e Secretary-treasurer, Perry-Mann Electric Co., Columbia, S. C. 


June 1936 — ELECTRICAL WHOLESALING 








16 






















The 


spiri 


jingu 


Sales Offices: 


proven of 


partmen 
iries and orders 
a keen sens of the company s 


tions to their 


m 


un 


t as well as the 


throughout the 
oroughly en 
t of the company 


ATLANTA 


utual benefit. 


deviating adh 
letter of that policy 


e 








= over half a 


Cable policy of 
rating 


dealings on a 


years past 
trenched 


century 


Jobber Co- 
to more 


ss has 


erence to the 


has become 
in every de- 
that all yout 
terpreted with 
obliga- 


;obber-distributors: 


BOSTON 


BUFFALO 


CHICAGO 





BARE AND 
WEATHERP 
ROOF LIN 
E WIRE 
SERVIC 
E ENTRANCE AND DROP C 
ABLES 


GU 
ARDIAN BUILDING WIRE 


“tt 
A mas winnd ah 
ae 
ae and 
ca 
‘ ngineer Seek . 
o Specify... 
"RA aa 
ng constructions 
—of — e of service 
materials that assure 


long life a 
nd ' 
cient service. safe and eff 


Wi 
to | 


GENERALIC 


CLEVELA 
ND - 
DA 
LLAS *° DETROIT = LOS 
ANGELES 


ELECTRIC ' 
ICAL WHOLESALING — J 
une 1936 





OZITE 
FILLING COMPOUNDS 
and a complete line of 

Cable Accessories 


SUPER SERVICE CORDS AND CABLES 
CORDS OF ALL TYPES 











PARKWAY CABLES FOR DIRECT EARTH INSTALLATION 
ROMEX NON METALLIC SHEATHED CABLE 





TRENCHLAY CABLES FOR DIRECT EARTH INSTALLATION 





SERVICE ENTRANCE AND DROP CABLES 


The General Cable line of wires and cables deserves the Electrical 
Wholesaler’s interest. It places at his command a modern, highly efficient 
conductor for every need — all backed by a SERVICE which has been 
organized, expanded and systematized to serve him exceedingly well. 
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With our plant and warehouse stocks backing up your local supply, you can use General Cable items 
to build your own reputation for ability to meet emergency needs as well as make routine deliveries. 


CABLE CORPORATION 


J NEW YORK ° PHILADELPHIA + PITTSBURGH * ROME + SAN FRANCISCO + ST. LOUIS * SEATTLE + WASHINGTON, D.C. 
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54. M. D. Blitzer, Lightolier Co., New York City, S. 


A. Cohen, Standard Electric Co., Pontiac, Mich., 
J. S. Isaacs, City Electric Co., Syracuse, N. Y., 
G. E. Glatthar, Art Metal Co., Cleveland, Ohio 


“Bud” Conklin, Jr., Electrical Wholesaling, 


Snyder, Westinghouse Lamp Co., New 


York City, H. E. Seim, W. J. Weaver, Harold 


Hey, all of Bryant Electric Co., Bridgeport 


. Jim Bennan, Jefferson Electric Co., Chicago 

D. L. Fife, Fife Electric Supply Co., Detroit 
Allen Growoig, Continental Products Co., Chi- 
cago, J. S. Jacobson, Hatfield Wire & Cable Co., 
Chicago 

W. L. DeCoursey, Pittsburgh, J. S. Messer, New 
York City, S. W. Fries, Kansas City, Harry Rus- 
sell, Milwaukee, and Harry S. Day, Cincinnati, all 
of Economy Fuse & Mfg. Co. 

Mrs. Charles E. Schrock, official Convention re- 
porter, Miss Rose Cleary, NEWA, New York 
City 

N. J. MacDonald, Thomas & Betts, Elizabeth, 
Ne Js 
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The Editor’s Page 





THROUGH the activities of their 
Merchandising Joint Merchandising Committee and 
The Wholesaler its successor, the Industrial Supply 
Research Bureau, mill supply dis- 
tributors have made industrial buyers conscious of the 
fact that “Distributors Serve Industry Economically.” 

At Hot Springs it was suggested that the members 
of NEWA consider a cooperative program to similarly 
merchandise to their customers and prospective cus- 
tomers the advantages of buying from the electrical 
wholesaler. The chairman was authorized to appoint a 
committee to consider such a plan, and the managing 
director asked to prepare a suitable emblem which mem- 
bers could use on their stationery. Such an emblem 
has played an important part in the program of the mill 
supply distributors. 

While the industrial distributors serve but a single 
field, electrical wholesalers sell to four distinct types ot 
customers—industrial users, electrical contractors, re- 
tailers, and utilities. While the cost of a cooperative 
program to reach all these groups simultaneously might 
prove prohibitive, there is serious need for promoting 
a better understanding throughout the electrical indus- 
try of the economies of buying through wholesalers. 

It has often been said that the electrical contractor 
is the electrical wholesaler’s most important customer, 
and there are far too many contractors today who be- 
lieve they can cut their costs by buying direct. 

By concentrating on the contractor, the cost of such 
a cooperative program should be by no means prohibi- 
tive. Later, one at a time, similar campaigns could be 
directed to industrials, dealers, and utilities. 


A LOSS running into many mil- 
A Timely lions of dollars each year has been 
Service suffered by the electrical industry 

due to improperly prepared plans 
and specifications for electrical wiring of buildings. 
Architects have been the principal offenders, largely 
because they did not know what constituted a proper 
electrical job, nor did they know how to detail the work 
in a well drawn set of specifications. Because of the 
poor specifications that resulted, electrical contractors 
bidding on the job had no way of knowing what was 
intended, and because of competition, therefore, bid 
upon the minimum job. This gave rise to price-cutting 
of the worst kind, based upon the gamble of getting 
enough extras to make the job profitable. Not only 
did the electrical industry suffer the loss of many mil- 
lions of dollars’ worth of materials and supplies, but the 
amount of labor employed has been greatly reduced and 
the public has received an inadequate job. 

In an effort to correct this situation, Electrical Con- 
tracting has prepared for its June issue a Master Elec- 
trical Specification covering the wiring of all types of 
buildings. This is accompanied by a detail method for 
designing the wiring layout in order to reach an ade 
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quately wired job. It covers not only the wiring for 
lighting and power, but also all essential special services, 
such as telephone, signalling, clocks, and fire alarm. 
This is the first time that all these elements of a prop- 
erly electrified structure have been thus combined. 

This Master Electrical Specification has been needed 
by the electrical industry for a great many years. Be- 
cause of the renewed activity in building construction 
Electrical Contracting is rendering a timely service to 
the industry by bringing it forward at this time. 


IN DISCUSSING this question 
Who Is A Whole- last month, we described three sepa- 
saler? II rate definitions of a wholesaler, and 

pointed out the need “for agree- 
nent upon the necessary qualifications for an electrical 
wholesaler.”” It has been called to our attention, how- 
ever, that this statement might be mis-interpreted as a 
plea for collusive, and consequently illegal, agreements. 
Obviously, such was not our intention. 

In the first place, our editorials are directed to the 
wholesaler. Secondly, we have no desire to suggest 
or abet any collusion which might involve our manu- 
facturer friends in legal difficulties. What we endeavored 
to point out, and what we again emphasize, is the need 
for a common understanding within the trade of the 
qualifications which a concern should meet if it is to 
capably function as a wholesaler. A meeting of minds, 
among the wholesalers themselves, on this vital point 
is, we believe, the first step in solving the serious prob- 
lem of over-distribution now confronting the in- 
dustry. 


TOO MANY manufacturers, with 
a total production far in excess of 
the country’s needs, each fighting 
strenuously for volume and many 
of them, unable to secure wholesaler outlets, selling 
wherever they can secure an order. Too many whole- 
salers, resulting from this hunger of manufacturers 
for distribution and from the ease with which a person 
can establish a wholesale business, by availing himseli 
of consigned stocks and by utilizing manufacturers’ local 
stocks. In short, too much competition. 

This situation is at the root of every one of the 
problems which were discussed at French Lick last 
April. Their solution calls for the patient cooperation 
of wholesalers and manufacturers alike. Excess pro- 
duction facilities, with their resultant overdistribution, 
can only be corrected when both wholesaler and manu- 
facturer develop a sympathetic understanding of the 
other’s problem, and a willingness to give and take in 
their cooperative efforts. 

This respect for the problems of the other fellow 
was much in evidence at French Lick. Both manufac- 
turers and wholesalers benefited from the discussions. 
Disappointment was expressed that more manufacturers 
were not represented by their higher executives, upon 
whom rests the responsibility of determining policies. 

Forums, similar to the Lake Michigan Club’s, held 
in other sections besides the Middle West, could not 
help but hasten the solution of the serious problems 
which now harass the industry. 


The Value Of 
Open Forums 











































Some of the committee chairmen and members of the 


Committee Reports 


(Continued from page 13) 


be placed on a list and discount basis. 

There was quite a lengthy discus- 
sion on reels. The committee was not 
unanimous on any cure-all, but were 
agreed that the handling of the reel 
problem could be greatly improved 
upon. 

The committee was unanimous in the 
matter of suggesting that separate reel 
charges be eliminated at the earliest 
possible date, that the manufacturers 
study this problem since reels are vir- 
tually the one and only item that whole- 
salers now purchase with a packing or 
container charge. It is conceded, of 
course, that reels have a value but the 
suggestion is that the cost of packing 
wires and cables be a part of the price 
of the wire or cable. 

The thought was also expressed that, 
while the present method must naturally 
persist for some time to come, it might 
be advisable to have reels billed on sep- 
arate invoices, these invoices to be of a 
distinguishing color, but in this thought 
the committee was not unanimous. 


Conduit 
W. J. Drury, chairman 


The present conditions in the rigid 
iron conduit industry show very clearly 
in the opinion of your committee, that 
the wholesaler, as well as the manufac- 
turer, will have to make rather drastic 
changes in his policies and practices if 
the business is to yield a living for 
either. Your committee is of the 
opinion present conditions are largely 
due to: (a) manufacturers’ uneconomic 
local warehouse stocks; (b) unfair 
methods and abuses of building protec- 
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Westinghouse Electric Supply Co., 


Edison Co., Chicago 








tion contracts by all branches of the 
industry. 

Last year this committee recom- 
mended “the discontinuance of manu- 
facturers’ local warehouse stocks for the 
reason, among others, that sales and de- 
liveries out of these stocks through 
warehouses or through agents result in 
unfair price discrimination against those 
wholesalers who do their own ware- 
housing and otherwise perform the full 
distribution service for the manufac- 
turer.” 

When a local manufacturer’s stock is 
established, instead of incurring similar 
additional expense for maintaining 
warehouses, your committee feels other 
manufacturers should take advantage of 
their wholesalers’ warehousing facilities 
and properly compensate the wholesaler 
for performing the warehousing func- 
tion. This we feel would very much 
curtail the establishment of such ware- 
houses and save money for everybody. 

To correct the waste and unfairness 
of the building protection contracts 
your committee recommends: 1. That 
the manufacturer consider the economic 
value and the advisability of limiting 
such contracts to building operations re- 
quiring at least one carload of conduit ; 
2. That efficient means be established to 
determine the actual amount of conduit 
required; 3. A bureau or bureaus be 
established to avoid the waste and un- 
fairness of having so many protection 
contracts for a given building operation. 

Both the manufacturer and the whole- 
saler must, of course, abandon unfair 
methods to accomplish the desired end. 

While your committee last year sug- 
gested conduit cards contain only two 
columns, one, carload, and the other, 
less carload, we are of the opinion 
changed conditions make it desirable 
that the manufacturer consider the ad- 
visability of having conduit cards show 
two prices: Less than 10,000 Ib.; 10,000 


McGivern, Chicago Electrical Wholesalers Association; W. A. Ward, 


St. Louis; Jack Sadler, Commonwealth 


. B. W. Clark, New York City; M. F. Starett, Dallas; Walter Williamson, New 
York City, all of Westinghouse Electric Supply Co. 
. F. S. Skeel, Crouse-Hinds, Chicago; G. E. Cullinan, Graybar Electric Co., 


New York City 


. Glenn W. Sutton and E. T. Rowland, Electrical Wholesaling, New York City 
. Mr. and Mrs. A. N. Anixter, Englewood Electrical Supply Co., Chicago 
. Mr. and Mrs. Jack Bogdan, B & B Electric Co., Cincinnati 


wee we 


Downie, Pass & Seymour, Baltimore 


(second from right) with guests, 
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Association’s staff are caught in action by the candid camera 


to carload; Carloads—price on request. 

Each manufacturer should inform the 
wholesalers by letter or other means 
their cost on carload purchases and on 
less than carload purchases. 

Your committee is of the opinion that 
the wholesaler should consider the ad- 
visability of placing on all purchase 
orders for conduit or fittings some such 
phrase as—“This order is placed with 
the understanding that prices at which 
it will be billed are as low as any prices 
you allow on purchases of this same 
quantity.” 

Much has been said at every meeting 
relative to the discontinuance of black 
conduit, but nothing accomplished. 
Your committee feels the public inter- 
est would best be served if only white 
conduit were manufactured and that 
this desirable end could best be brought 
about if the individual manufacturer 
charged the same price for both black 
and white. 


Wiring Devices 
H. D. Rosetn, chairman 


Following the recommendation made 
at the Chicago convention, a question- 
naire was prepared in an effort to de- 
termine the relative importance of new 
members in the sale of unlicensed wir- 
ing devices. 

It was felt that the chaotic condi- 
tions prevailing in the marketing of un- 
licensed devices very definitely affect 
the wholesaler’s market on all cfasses 
of wiring devices, and it was deemed 
desirable to make an earnest effort to 
at least try to correct some of the un- 
fair methods of competition, and thereby 
make it possible for a wholesaler to re- 
ceive a living compensation for the in- 
dispensable services he performs. 

Unfortunately the results tabulated 
from the answers received did not in- 
dicate that the NEWA members are an 
important factor in the unlicensed wir- 





ing devices field. Only 25 per cent of 
the members indicated an interest in the 
handling of this class of material. The 
committee was therefore obliged to 
abandon, at least for the present, all ef- 
forts in this direction. 

Answers received to the many other 
questions in our questionnaire, how- 
ever, proved very helpful. 

For one thing, it has clearly indicated 
an overwhelming opinion in favor of 
avoiding the waste and expense to the 
industry involved in the carrying of 
local stocks by the manufacturer. This 
point is sympathetically considered by 
the licensed manufacturer, but before 
definite action can be undertaken by 
him he deems it important that a similar 
plan be adopted by the unlicensed manu- 
facturer, and also that consideration be 
given to the geographical and economic 
importance of certain fixed distributing 
centers. 

Considerable discussion was had on 
the problem of increased operating cost 
and overhead resulting from various 
new forms of already enacted and now 
pending taxations, as well as from vari- 
ous other reasons beyond the control of 
wholesalers. 

To cover all such increased cost of 
doing business and to be properly com- 
pensated for wholesaling functions, it 
was deemed important that the whole- 
salers’ compensation be increased. 

Various forms were suggested and 
discussed. While manufacturers favored 
proper and reasonable compensation for 
wholesalers, it was pointed out that the 
first step was for the wholesaler to re- 
tain the margin now available to him. 
It was also further emphasized that any 
possible increase in the compensation is 
dependent on similar action being taken 
by the unlicensed manufacturers, so as 
not to widen further the already exist- 
ing gap between the two classes of wir- 
ing devices. 





R. N. Gunnison (left) G. W. Overton, M. Dudley 

49. W. I. Bickford, Iron City Electric Co., Pittsburgh; A. E. Snyder, New York 
City and F. C. Barrington, Pittsburgh, both of Westinghouse Lamp Co.; 
Clarence Wheeler, Radio Station WHEC, Rochester, N. Y. 


50. M. J. Whitfield, Steel & Tubes, Inc., 


Cleveland; Mrs. Whitfield, Mrs. Arch 


McKay, Detroit; A. I. Appleton, Appleton Electric Co., Chicago 
51. Jim Bennan and A. E. Tregenza, Jefferson Electric Co., Bellwood, Illinois 


52. Harvey Hubbell, Harvey Hubbell, Inc., 


3ridgeport 


53. “Jack” Dallam, General Electric Co., Bridgeport 
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Ventilating and Air Conditioning 


E. M. GraHaM, chairman 


The committee recognizes a growing 
interest on the part of the electrical 
wholesaler commensurate with the 
growth of the market in that field of 
air conditioning pertaining to the sale 
of ventilating equipment and portable 
room coolers. 

The public’s knowledge of air con- 
ditioning has greatly enlarged the field 
for home ventilation, creating a very 
desirable market. In the commercial 
field competition with air conditioned 
establishments is forcing practically 
every one at least to the first step in 
air conditioning, a quality ventilating 
system. 

The home market for portable room 
coolers is quite limited at the present 
time, although of course it is slowly ex- 
panding. There is, however, quite a dif- 
ferent picture in the commercial field. 
Hotels are becoming interested because 
of the fact that they can charge in- 
creased rentals for rooms in which a 
portable unit is installed and thereby 
pay for it in a comparatively short time. 
They then can make a profit on its 
operation in addition to creating an ad- 
ditional incentive to rent their accom- 
modations. : 

A number of office buildings are con- 
fronted with the problem of structural 
difficulties in installing complete cen- 
tralized air conditioning systems, to- 
gether with a partial demand on the 
part of their tenants for air condition- 
ing comfort. 

In a number of instances the air con- 
ditioning of an isolated part of the build- 
ing has proven unsatisfactory because 
of the space taken up by the air condi- 
tioning machinery and by the noise and 
vibration, becoming a disturbing factor 
to other tenants. The only avenue open 
in such cases is the purchase of portable 
coolers. 

There are a number of good high 
quality portable room coolers on the 
market which at an installed price of 
between $400 and $500 represents a 
very good value to the purchaser for 
the results that they obtain. 

The committee recommends that any 
wholesaler, contemplating the addition 
of a line of portable room coolers, in- 
vestigate very carefully the engineer- 
ing features of such a cooler and assure 
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himself that it will really do an air con- 
ditioning job. He will in this way save 
himself future trouble and expense. 

It is recognized that little or no profit 
has been enjoyed by any branch of the 
industry in the sale of complete air con- 
ditioning installation up to the present 
time. This is due not only to the sur- 
plus of manufacturers and distributors 
of their equipment for the available 
business, but also to the lack of experi- 
ence of newcomers into the field in esti- 
mating all the cost involved in such in- 
stallation. 

The committee feels that the manu- 
facturers should institute a very com- 
plete and forceful program of education 
to their distributors and dealers and 
that distributors and dealers should in- 
clude all contingent costs in their esti- 
mates before adding a margin which 
will permit a net profit to be obtained. 


Outside Construction Materials 


J. G. JOHANNESEN, chairman 


Studies made by this committee since 
the Chicago meeting in October, 1935, 
indicate that the present zone freight 
plan used by the pole line hardware 
manufacturers has, on the whole, proven 
satisfactory to the industry. Present 
zone freight allowances have in some 
cases proven insufficient, however. In 
accordance with previous understand- 
ing your committee will present results 
of cost studies made over a three 
months’ period to the pole line hard- 
ware manufacturers and your commit- 
tee is confident same will be sympatheti- 
cally received. 

The present compensation received 
by the wholesaler for handling pole line 
hardware from warehouse stocks is in- 
adequate to recompense him for the ex- 
pense involved and service performed. 
The committee recommends that fur- 
ther study be given by the manufac- 
turers of this very important matter. 

BARE AND WEATHERPROOF WIRE. 
Your committee recommends that the 
present method of compensating whole- 
salers for handling weatherproof and 
bare wire be changed. On all other 
kinds of wire and cords wholesalers are 
compensated on a_ percentage basis. 
This method has proven generally more 
satisfactory than the present method of 
compensation on weatherproof and bare 
wire. 









This committee further finds that 
compensation of not less than five per 
cent is necessary in order to cover the 
expense involved in the service of 
distribution. 


Flashlights and Batteries 
L. W. KorsMyYeEr, chairman 


This committee is still seriously con- 
cerned with the unsatisfactory condi- 
tions prevailing on sales of flashlights 
and batteries in the industrial field. In 
the effort to better these conditions the 
committee has found that only one 
manufacturer, the National Carbon Co., 
sends a representation to the associa- 
tion’s meetings. To correct this condi- 
tion, the committee has tried to get 
members who distribute for other manu- 
facturers to request their suppliers to 
also send representatives 

The committee has accepted the offer 
of the managing director to contact the 
organizations of other wholesalers who 
distribute flashlights and batteries to 
ascertain their willingness to confer 
with it. 

The committee also directs the manu- 
facturers’ attention to the fact that the 
imposition of social security and unem- 
ployment taxes makes it very desirable 
that compensation should be increased. 


Heating and Motor Driven Devices 
L. E. LatHAM, chairman 


It is the committee’s opinion, gen- 
erally speaking, that conditions in the 
appliance business are fairly satisfac- 
tory except that some of the manufac- 
turers, although using the wholesalers 
for the bulk of their output, take the 
business of certain large retail outlets 
direct. This seems to the committee an 
unfair discrimination against the smaller 
dealer because he is unable to compete 
effectively for his share of the business 
against these large favored retailers. As 
for the wholesaler, he individually 
should endeavor to show his suppliers 
the savings and economies to them- 
selves and the fairness to all concerned 
in utilizing the distribution services of 
the wholesaler. 

It is the desire of the committee to 
recommend to members of the associa- 
tion that they carefully study the cost 
of special promotions involving the as- 

(Continued on page 26) 
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not flake... 


I’m the house physician —! doctor sick 
machines ... know them outside and in. 
When the super asks me about a safety 
switch, | say ‘Look at the details. If the de- 
tails are right, the safety switch is right.’ 

“I know. I’ve seen plenty trouble start 
from what were insignificant details when 
the switch was installed. That is why I say, 
give me a switch with parts that can’t loosen 
from vibration . . . a handle that indicates 
positively when the juice is on . . . a mech- 
anism that stays ‘put’ in the case...a 


scratch-proof non-marring finish that will 


“I take no chances with the juice. | want 


a switch which tests out in every detail.” 
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WHY BOTHER ABOUT 
CONTACT PRESSURE? 


F a safety switch looks right and works 

right—when you put it in—why be ex- 
tra fussy about the pressure of the jaws 
on the blades? 

Why?— because strong pressure is 
needed to make good contact. If pres- 
sure is weak, contact becomes faulty, 
heating develops and trouble begins, 
and it doesn’t make any difference 
whether you are talking about a Type 
A switch, Type C or Type D. In the 
Cutler-Hammer line you do get proper 
contact pressure because Cutler-Hammer 


CUTLER-HAMMER @ SAFETY 


—the leaders in current-carrying equip- 
ment—develop every detail to its utmost. 
Contact pressure may be a detail, but it 
is a mighty important one. 

Why does Cutler-Hammer stress the 
importance of 100% perfection in every 
detail? You know the answer. You pre- 
fer to be known as the “100%” Con- 
tractor. Well, give us credit for a little 
pride too. CUTLER-HAMMER, Inc., 
Pioneer Manufacturers of Electric Control 
Apparatus, 1327 St. Paul Avenue, 
Milwaukee, Wisconsin. 






SWITCHES 


@ The C-H line includes all types and sizes 
Standard, Weatherproof and Explosion-Pri 
Safety Switches, and Range Switches and Serv 
Equipment for every locality—all built to : 
famous C-H Control Leadership Stondor 





















U.S. LETTERS PATENT NUMBERS: 
1,635,829 1,772,436 1,765,000 
1,798,486 1,410,790 1,536,549 

OTHER PATENTS PENDING 
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ELECTRICAL CONDUCTORS 
SAVES STRIPPING TIME 


4”, times faster than ordinary code wire 


SAVES JOINING TIME 


Twice as fast as regular code wire 








United States Rubber Company ‘z4 
United States Rubber Products, Inc., New York, N. Y. LC 
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Committee Reports 
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signment of demonstrators to dealers. 
It seems to us that the cost of such 
demonstrators ought not in fairness to 
exceed some reasonable percentage of 
the sales accomplished during the cam- 
paign. It is suggested that the manu- 
facturer consider whether a limit of five 
per cent would be fair. 

VacuUUM CLEANERS. ‘lwo years ago 
and last year this committee drew your 
attention to the vacuum cleaner market 
as an opportunity for wholesalers. The 
use of this device to consumers is prac- 
tically universal and little or no edu- 
cational salesmanship is necessary either 
in the retail or wholesale field. There 
is every reason, therefore, to recom- 
mend once more to NEWA that they 
investigate the opportunities for selling 
vacuum cleaners. It is a trade fact that 
vacuum cleaner sales generally carry a 
good margin rate for wholesalers. Be- 
cause of this fact and also because of 
the oncoming renewal business there is 
every prospect that it should continue to 
receive your support. 

WASHING AND IRONING MACHINES. 
As in the case of other specialty appli- 
ance commodities, the principal agencies 
of distribution of the washer industry 
are other than through electrical supply 
wholesalers. However, certain mem- 
bers have a_ substantial interest in 
washers because of the sales possibili- 
ties, profit income and economies pos- 
sible when suitable provision is made 
in organization and activity. 

It was thought by the committee that 
other members may become interested 
in investigating the possibilities of the 
washer business if salient facts were 
furnished to them in this report. 

The answer to the question “Is a 
sizable business available?” seems to be 
that approximately half of the wired 
homes use washers; have used them for 
years and will buy replacements through 
dealers without the necessity for spe- 
cialty educational salesmanship. The 
market seems to be adequate and suitable 
for wholesalers. 

The outstanding question is “Is the 
washer business profitable ?” 

Opinions of the committee were di- 
vided somewhat, depending on personal 
experience. It appears that the answer 
does not lie in the percentage of gross 
margin alone, but rather in the proper 
direction of expenditures by the whole- 
saler in organization and exploitation. 
For example, most concentrated terri- 
tories will support specialized sales 
talent who take full responsibility for 
sales and are compensated for their di- 
rect production. Few territories, how- 
ever, will support specialized talent 
superimposed on general wholesale sales 
forces. Warehousing and overhead 
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probably consume a smaller part of the 
gross margin dollar than on commodi- 
ties of smaller unit value. 

Sales promotional outlays affect net 
profits in all appliance lines and are 
usually the subject of specific negotia- 
tion between individual manufacturers 
and their respective distributors. 

There presently seems to be a trend 
on the part of prominent manufacturers 
to recognize the advantages of whole- 
saler-retailer distribution, and the com- 
mittee accordingly recommends _ that 
NEWA members who are interested in- 
vestigate their local possibilities with a 
view toward broadening their sales in 
this large volume washer business. 


Refrigeration 
1D). H. O’BrIEN, chairman 


The committee’s discussion was con- 
fined to problems in determining the 
solution of which it was felt the Asso- 
ciation might be influential. 

Manufacturers’ warranties now in ef- 
fect extend over too long a period. A one- 
year warranty is considered ample. The 
distributors’ and dealers’ indirect obli- 
gation under present warranties carries 
in its wake a continuing service ex- 
pense. Apparently this expense was not 
taken into consideration by the manu- 
facturers when their warranty plans 
were developed, and no provision was 
made to cover it. 

Trade-in allowances are becoming 
increasingly important in the refrigera- 
tion industry. While this may be pri- 
marily a dealer problem the commit- 
tee feels that it is one in which 
distributors have a definite interest. 
Saturation intensities vary widely. It is 
felt, therefore, that this problem can be 


handled to best advantage locally at the 
present time. 

The committee believes that the 
handling of defective parts is the manu- 
facturer’s responsibility and that all ex- 
pense in connection with the handling 
of such parts, including transportation 
to and from the factory should be borne 
by the manufacturer. Some manufac- 
turers have such a policy. 

The increase in the direct sales of so- 
called brand refrigerators in 1935 and 
the even greater increase in the first 
four months of 1936 indicates a trend 
in refrigeration merchandising _ that 
should engage the attention of every 
refrigerator distributor. 

The committee feels that if the elec- 
trical wholesaler is to maintain his posi- 
tion in the industry he must cooperate 
to the fullest extent consistent with 
good business in the promotion plans of 
the manufacturers of nationally adver- 
tised refrigerators. 


Radio and Tubes 
H. O. Smitrn, chairman 


The committee recommended _ that 
radio set manufacturers assume all ex- 
pense incurred in replacing and repair- 
ing definite and positive defects. This 
recommendation was arrived at after 
considerable discussion of radio cabi- 
nets splitting and otherwise coming 
apart due to improperly seasoned ma- 
terial. It was the committee’s opinion 
that manufacturers were replacing de- 
fective cabinets free of charge only 
when delivered at their factory charges 
prepaid and the replacement shipment 
was made transportation charges collect. 

The committee further recommended 
that this report be made to the Radio 








Graybar Managers Confer. For three days preceding the NEWA conven- 
tion, the Graybar Electric Co. held a meeting of managers at Hot Springs. 
The program covered practically all of the company’s activities. Open dis- 
cussion followed each paper. With business on the upswing, the tone of the 


gathering was decidedly optimistic. 


Those attending (from left to right): 


Front row—E. A. Hawkins, A. L. Perry, G. F. Hessler, general department, 
New York; W. H. MacCrellish, Cincinnati; W. B. DeForest, New York; 


A. L. Hallstrom, Philadelphia; F. 


A. Ketcham and G. E. Cullinan, general 


department, New York; J. H. Gleason, Chicago; W. J. Drury, New York; 
F. H. Swayze, general department, New York; J. H. Pearson, Jr., Rich- 
mond. Back row—George Corrao, St. Louis; Herbert Metz, general de- 
partment, New York; R. A. Riley, Dallas; R. J. McCabe, Boston; C. H. 
McClean, Kansas City; A. R. Loughborough, Pittsburgh; D. H. O’Brien, 
general department, New York; A. R. Maynard, Detroit; G. T. Marchmont, 


Atlanta. 
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Above—a 200 Ampere, 3 pole VACU-BREAK Safety 
Switch connected to a 50 HP Induction Motor, ruptured 
the locked rotor current of 510 Amperes at 440 volts, 
40% (lagging) power factor— without visible arcing. 


ARC CHAMBERS of the VACU-BREAK switch are sub- 
stantially air tight—not only minimizing arcing but 
also confining within themselves the little arcing 
which does occur. It was, therefore, possible to rupture 
the severe overload of a locked rotor with the switch 
cabinet OPEN without the least danger to the operator. 


UNEQUALLED IN PERFORMANCE by reason 
. of their unique circuit rupturing principle, VACU- 
BREAK Safety Switches—with their modern stylined 
cabinets are also MATCHLESS IN APPEARANCE. 





DOUBLY SEALED 





f 


Close-up of VACU-BREAK 
Safety Switch with Cab- 
inet OPEN, rupturing 
locked rotor circuit 
WITHOUT VISIBLE 
ARCING. Consequently 
with the Cabinet CLOSED 
(as normally operated) 
users of VACU-BREAK 
Safety Switches get the 
DOUBLE PROTECTION 
of TWO ENCLOSURES 
































































































+ All Set for a record-breaking round on the links at French Lick. Using 
one of his clubs for support is Ben Hallberg, Trumbull Electric Mfg. Co. 
In the middle is J. S. Strecker, merchandise department, General Electric 
Co. On the right stands C. E. Johnson, Curtis Lighting, Chicago. They 
all hail from Chicago. 





Manufacturers Association at its June 
meeting. A large number of radio tube 
and set manufacturers were invited to 
meet with the committee, but only one 
was represented. 

The committee further recommended 
that radio set manufacturers accept ex- 
cess parts fot credit within one year 
from date of purchase of such parts as 
a service charge not to exceed ten per 
cent and transportation. 

This recommendation is along the 
same lines as the policy of various auto- 
motive parts manufacturers which seems 
to be working out satisfactorily both to 
the manufacturers and the distributors. 

It also recommended, in connection 
with the parts to be returned for credit, 
that set manufacturers advise their dis- 
tributors 90 days prior to the year’s ex- 
piration period so there will be no mis- 
understanding on the part of distributors 
desiring to return replacement parts. 

There is a very marked variation in 
the percentages of advertising allow- 
ances and it is the committee’s belief 
that this is a problem for both dis- 
tributors and radio set manufacturers 
to consider seriously, with the thought 
of some standardization being arrived 
at to prevent unfair or illegal dis- 
crimination, thus saving a very definite 
expense item for all concerned. 


Apparatus and Control 
KARR PARKER, chairman 


The line of products handled by this 
committee include motors, capacitors, 
starters and control, safety switches, 
transformers and apparatus. There is 
a rapidly increasing volume of business 
on these products from industrial plants 
which should prove attractive to whole- 
salers. The committee recommends that 
wholesalers set themselves up to handle 
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this business which is becoming in- 
creasingly important both from the 
standpoint of volume and profit. 

Motors AND ControLt. On Decem- 
ber 18, 1935, the manufacturers made 
a complete rearrangement of the motor 
and control discount schedules which 
had the effect of reducing discounts 
given various classes of consumers and 
increasing the margin of profit to the 
wholesaler. Line starters and motors 
and control, in the smaller sizes par- 
ticularly, are in steady demand and are 
attractive business for wholesalers sell- 
ing to industrial plants. It is recom- 
mended that wholesalers having an in- 
dustrial market have at least one man 
in their organization familiar with ap- 
paratus and in position to make quota- 
tions and assist general salesmen on this 
class of business. 

The committee further recommends 
to the manufacturers that they en- 
deavor to simplify their motor and con- 
trol price forms so that they will be 
more easily used by the wholesalers’ 
salesmen. 

INDUSTRIAL AGENTS. Reference was 
made at the last NEWA meeting at Chi- 
cago to the Industrial Agents Plan 
initiated by the General Electric Co. 
This plan had the effect of giving to 
selected contractor-dealer accounts spe- 
cial prices on motors and control and 
other: products which were substantially 
wholesalers’ cost through a system of 
rebates set forth in the agents’ contract. 
The manufacturers reduced the special 
discounts to the industrial agents as of 
February 19, 1936. 

SAFETY SwITCHEs. This is an im- 
portant line with wholesalers and the 
committee feels that it is an expensive 
line to handle because of the selling 
efforts required and the _ frequent 


changes which the manufacturers make 





in their designs which causes the whole- 
saler a loss due to obsolescence in his 
stock. The committee suggests again 
that the minimum gross margin to com- 
pensate the wholesaler on this line of 
products should be 20 per cent to cover 
the necessary expense and indispensable 
service of distribution. 

The range and meter entrance switch 
business continues in large volume be. 
cause of the increasing sales of electric 
ranges by the utility. This is a highly 
competitive market and we again sug- 
gest that the wholesalers give it inten- 
sive attention to promote sales and show 
the manufacturer the economies and ad- 
vantages of having the wholesaler _do 
the distribution job. 

Several manufacturers are marketing 
a new combination safety switch and 
line starter which will probably have a 
large acceptance in the industrial field. 
These devices are on the motor and con- 
trol discount schedules and if the whole- 
salers are not familiar with them the 
committee urges that they become so 
without delay. 

In general the manufacturers’ policies 
on apparatus lines during the past year 
have given increased recognition to the 
wholesalers’ position in this business. 
With the improved buying power of the 
industrial market the committee feels 
that wholesalers should give increasing 
attention to these apparatus lines under 
the more favorable conditions now ob- 
tained. 


Supplementary Report 


(The above report was prepared in 
advance by Karr Parker, chairman of 
this committee, who was unable to at- 
tend the convention. The results of the 
committee’s meetings at Hot Springs 
are contained in the following supple- 
mentary report.) 

The committee suggested that the 
manufacturers consider the advisability 
of including in the safety switch 
schedules, with the same trade discounts 
and with the two per cent cash discount, 
line starters and motor control; these 
devices at the present time take the 
motor and control discounts which are 
very complicated, and in many cases do 
not provide adequate compensation for 
the necessary expenses and services of 
the wholesaler. 

The situation on range and meter 
switches is very unsatisfactory. The 
committee feels that this will be an in- 
creasing business, and at the present 
time is largely lost to the wholesaler. 
The utilities usually buy these switches 
in large quantities at a very low price 
and in many cases purchase them di- 
rect from the manufacturer. It was felt 
that the wholesaler could do something 
toward correcting this situation by con- 
ferring with his local utility executives 
and urging the economies and advan- 
tage to all concerned of employing the 
service of the wholesaler who can cer- 
tainly handle the line and perform the 

(Continued on page 32) 
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Efficiencys the Thing 
When Units are HIGH-MOUNTED 


With high-mounted lighting units one thing is of outstanding impor- 
tance—reflector efficiency, and this is obtained by accurate control of 
light so that a maximum of it may be delivered to the working plane. 


To accomplish that result the reflector must not only be properly 
shaped, but the surface must be mirrored in order that each light ray 
may be accurately redirected. 


This accurate light control is a feature of X-Ray Reflectors, and, to- 
gether with ease of cleaning the smooth glass surface to which dust 
does not readily adhere, is the big reason why X-Ray Reflectors are 
giving efficient service in high-mounted positions throughout the 
world’s industries. 


Ask your nearest Curtis Representative about X-Ray High Efficiency 
Reflectors for industrial applications. 


For High Intensity 
Mercury Vapor 
or 
Incandescent Lamps 





No. 1590 “Ajax” No. 1585 “Jerry” 


750 to 1500-watt Semi-concentrating Type 300 to 500-watt Distributing Type 
with Aluminum Housing with Aluminum Housing 





Curtis Lighting 


New York CHICAGO Toronto 
| 
Engineers in all principal Cities 






AWH TAPES - 








BUSTUN WOVEN HOSE & RUBBER CO. 
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All B.W.H. Friction Tapes are built on strong, closely woven 
sheeting, thoroughly impregnated with live rubber friction 
of strong, adhesive quality. Bull Dog Tape, nationally adver- 
tised for many years, is identified everywhere by the well 
known slogan — “It Sticks - It Holds - It Lasts”. 


CAMBRIDGE, MHas. 
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Report of Apparatus 
Committee 

(Continued from page 28) 
distribution job most effectively and 
economically. 

Your committee further suggests that 
to cover the necessary cost of dis- 
tributors’ services in the sale of panel 
boards and switchboards the manufac- 
turer should provide at least a 20 per 
cent margin for those customers main- 
taining a competent engineering depart- 
ment to survey jobs properly and write 
up specifications. 

The committee further suggests that 
a schedule be considered by the manu- 
facturer for the sale of safety switches 
on a two or a three step basis, indicat- 
ing net prices instead of list and dis- 
count. 

We recommend that to save expenses 
a more simplified set of discounts be 
arranged covering the resale of motors. 
The present schedule is too long ex- 
tended and not comprehensive enough. 

In the set-up of resales we suggest to 
the manufacturers that they take into 
consideration the new taxation placed 
upon the wholesaler due to old age and 
social security taxation 

In the sale of these commodities as 
well as all electrical commodities, it is 
the suggestion of our committee that 
manufacturers be requested to set up the 
net suggested resale prices on a two or 
three step basis. 


Cooke Defines REA Policy 
On Cooperative Purchasing 


According to Morris L. Cooke, Ad- 
ministrator of Rural Electrification, 
REA seeks to keep all usual channels 
of trade open for appliance and wiring 
business in rural areas. 

The statement of policy was contained 
in a letter to G. M. Haskell, chairman 


of NEMA’s rural electrification com- 
mittee, in reply to a number of inquiries 
as to REA’s attitude towards merchan- 
dising, especially by electric service co- 
operatives. 

Mr. Cooke stated: “We have disap- 
proved and discouraged the practice of 
making the consumer purchase his ap- 
pliances from the project sponsor as a 
condition of obtaining electric service.” 

As to wiring, installations should be 
made on a group basis, a number of 
houses and farms being wired at one 
time, Mr. Cooke explained, so as to take 
advantage of every possible economy. 
For this reason, and in the interest of 
good administration, REA will lend 
funds to project sponsors for reloaning 
to consumers to finance wiring instal- 
lations. But it strongly favors having 
the installations made by recognized 
electrical contractors on the basis of 
competitive bidding. 

Mr. Cooke added that properly or- 
ganized cooperatives will undoubtedly 
exercise their right to participate in the 
new era of expansion which is opening 
up in the appliance and wiring fields, 
“but the trade will be well advised to 
give less concern to fears of what the 
cooperatives may do, than to accepting 
the challenge and going out after this 
great volume of new business.” 


U. S. Chamber of Commerce 
Discusses Price Differentials 


Following are excerpts from a report 
by the distribution committee of the 
United States Chamber of Commerce, 
which was discussed at the annual 
meeting of the Chamber. 

“There are clearly justifiable reasons 
for establishing price differentials. Legiti- 
mate price differentials are based on 
service that a buyer or distributor may 
and does perform for the seller. Broadly 
speaking, these services include any that 
facilitate the distribution of merchan- 








+ The Blue Grass Region of Kentucky, with Lexington as its center, claims 


these three hearties as proud inhabitants. 
On the left is William McKinney, sales manager. 


them, too. 


The Tafel Electric Co. claims 
Next to 


him is the superintendent, W. E. Gray, and at the right, H. B. House, 


counter man. 
ask “Bill”—he knows. 
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Anyone who is interested in the folk lore of the district can 


dise and enable sellers to market the 
merchandise which they produce or han- 
dle at wholesale more cheaply than if these 
sellers sold directly to consumers... . 

“The committee believes it is impos- 
sible by general legislation to define 
quantities upon which price differen- 
tials may be based in specific instances, 
or to fix the value of services. To evalu- 
ate the many varieties of services rend- 
ered by distributors for producers would 
require a most exacting and minute de- 
termination of costs—a determination 
far beyond the scope of any cost-finding 
methods which have yet been devised 
in the distribution field... . 

“For the most part, abuses growing 
out of producer-distributor relations in- 
volve secret price agreements or secret 
agreements with respect to terms of sale, 
discounts, rebates or allowances. The 
mere fact that arrangements are secret 
inevitably lays them open to suspicion. 
When a manufacturer’s prices and terms 
are known to 4all, the retailer is in a posi- 
tion to know the exact nature of his com- 
petition... . 

“This reasoning inevitably leads to a 
consideration of open price filing. Any 
prohibition of secret agreements as a 
practical matter of enforcement seems to 
call for some system of making price in- 
formation available. Under NRA the 
experience of some industries with open 
price systems seems to have been satis- 
factory. In other instances there was a 
marked difference of opinion. Until 
more evidence is available, however, no 
hindrances should be placed in the way 
of industries which may wish to deal 
with this matter either through their 
trade associations or through other legal 
forms of cooperative effort.” 


Chart Showing Commodity Sales 
Was Baset+on 1935 Data 


On page 15 of Electrical Wholesaling 
for May, there appeared a chart show- 
ing the “Comparative Sales Volume of 
Principal Lines Sold by Electrical 
Wholesalers in 1936.” This was in 
error, as the chart was based upon the 
sales totals for the year 1935 which were 
reported on the preceding page. Read- 
ers who kept this chart for reference 
should cross out “1936” and write in 
1935.” 


Radio Listening 
In Autos 


The Columbia Broadcasting Co. has 
published an analysis of the use of auto 
radios, showing that there are twice as 
many auto-radio listeners on Sundays 
as on week days; that the average owner 
listens two to six hours per day; that 
61 per cent listen during the day, while 
over 90 per cent receive evening pro- 
grams in their cars. 

Three pages of the report, devoted to 
testimonials of auto-radio owners, offer 
many selling points to the dealer in auto- 
radio receivers. 


ELECTRICAL WHOLESALING — June 1936 








FLASHLIGHTS SELL :. SUMMER 


a (MOTORING NBOATING) 




















Spotlight Ray-O-Vacs ? Ray-O-Vacs Are i To 
During the Summer Sell—Here’s Why— 


Here are the items that Ray-O-Vac flashlight 
are extra hot for re- ssortments are new, 
tailers, the Ray-O-Vac smart, differ 

flashlight display as- backed by aa vy aa 
sortments that yield ertising ... sold o 
rich profits. through jobbers. 


_Write For Details At Your Service 


Batteries and Flashlights 
RAY-O-VAC COMPANY 


ly FRENCH BATTERY COMPANY 
, Se ee 
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Otnwenar eLecraic OENERAL cage 
COMPANY 
PROVIDENCE, SULarteD 
wine CO. ime. 


CORPORATION 





4 
SAFECOTE PERFORMANCE SPECIFICATION 


"Ss AGENTS 
GEORGE C. RICHARDS, LICENSOR’S 











ZE1) MAKE AND SELL SAFECOTE ELECTRICAL CONDUCTORS 


CuirtON 
SONOUIT Company 


ANACONDA WIRE 
— CENT INSULATED ahem 
(mE & Caste co., inc, 


VAILABLE UPON REQUEST 


55 EAST 44th STREET, NEW YORK CITY 
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Net Sales Inventories Receivables Collections 
TERRITORIES Month of April, 1936, Compared with 
Mar.1936 | Apr.1935 | Mar.1936 | Apr.1935 | Mar.1936 | Apr. 1935 | Mar.1936 | Apr. 1935 
North Atlantic ‘So * +13 +5 +14 +2 +17 +21 +22 
Middle Western +7 +33 +5 +23 +9 +18 +5 +36 
Southern +14 +56 +3 +7 +11 +76 +19 +46 
Wentern +7 +37 - 20 +18 +16 +43 +18 +27 
Pacific Coast -1 +17 +2 +11 +7 +33 +7 +39 
NATIONAL AVERAGE +8 +28 +3 +15 +6 +26 +12 +30 
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MERCHANDISE THAT SELLS AND STAYS SOLD 


Adds to Your Profits 
Builds Your Volume 
Rapid Turnover 


Makes New Customers 
Strengthens Customer Relations 
Increases Your Prestige 


Investigate the TRICO Line NOW! 


COLORTOP FUSES 
SELL because they TELL 


All colored 
shock - proof 
top—custom- 
ers know size 
by the color. 


color for 
every size — 


FUSE 


Exclusive Design 
And Outstanding Performance 
‘ison: f. Builds Customers 


For safe and efficient 
handling of fuses and 
adjusting switch and 
cutout clips. Elimi- 
nates all risks of 
shocks, burns, infec- 





easy selec- 
tion — quick 
inspection—instructive to user. 
Cadmium Plated metal parts pre- 
vent corrosion and insure better 





contact. Outstanding plus values 
that make quick sales—5-unit car- 
tons—7 color counter display box 
—each fuse has new Underwrit- 
ers’ Label. 





And PROFITS for YOU 


Performance records prove that 
TRICO FUSES tried under the 
toughest conditions give 
“Three Times the Service.” 







The non-interchangeable, 
tamper-proof, powder- 


tion, etc. Strong, 
rugged, laminated 
construction. Five 
times as strong as 
solid milled pullers. 
Fits all makes of 
fuses. Made in 4 
sizes. Every fuse box 





Accurate, 
safe and effi- 
cient protection is 
provided year after 


K! md US PAT CFR K 


CLAMPS for FUSE CLIPS 


clips. Wher- 
ever installed 
they have 
eliminated 
replacement 
of fuse clips, burnt fuses, arcing 
at contact and unnecessary Watt 
Loss. Your customers will appre- 
ciate the suggestion to use 
KLIPLOK Clamps—built to last 
indefinitely. It’s a hot item 
to show. 





business as well. 








OPTO-MATIC LUBRICATORS 


Only modern, visible, constant-level 
lubricator for ring and ball bearings 
having micrometer level adjusting de- 
vice for quick installation and accu- 
rate level adjustment. Saves oil and 
time—ends bearing troubles—reduces 
motor burn-outs. Gives your dealers 
many talking points—gives users many 
advantages. 





TRICO 
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year because TRICO P These high 
- FUSE casings are ex- -_ rade one-time 
poe — pressly designed to accom- ises are fur- 
installed on modate only the correct nished in all 
- a oe superior TRICO time-lag elements and not “‘foreign’’ standard sizes. 


links. The satisfactory service thus obtained prompts 
customers to standardize on TRICO FUSES. There- 
fore TRICO Jobbers not only obtain the original 
installations but all additional and all replacement 


FOR GREATER PROFITS 
FOR REPEAT PROFITS 


Sell Fuses with Non-Interchangeable Links 





Uo. 


MILWAUKEE 


should have one. 


TRICO: “KANTARK” 
DS, FUSES 


packed elements as 
used in TRICO 

FUSES make 
possible the 
superior ser- 
vice they 








Designed for 
cool, efficient 
operation. Heavy brass 
caps. Genuine vulcanized 
fibre tubes (not paper). 
Accurate and dependable 
—finest quality and work- 
manship throughout—test- 
ed in all sizes by Under- 
writers’ Laboratories. 





“DRIP-DROP” OILER 


For solid, wick, or waste packed 
bearings. Can be used for thousands 
of applications. Saves oil, time, and 
worry. Neat, compact, visible, auto- 
matic, economical, dependable, and 
inexpensive. Available in three sizes. 
A profitable, much-in-demand item for 
dealers. 
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NEWA Promotes Byers 


The executive committee of NEWA, 
at its Hot Springs meeting last month, 
named Alfred Byers, for the past six 





Alfred Byers 


years assistant to the managing direc- 
tor, as secretary of the Association. 
, Mr. Byers’ first business connection 
was with the Manhattan Electrical Sup- 
ply Co. For two years he worked in 
various departments of this wholesaling 
firm, devoting his evenings to courses at 
New York University’s School of Com- 
merce, Accounting and Finance. 
Before joining the staff of NEWA 
in 1930, Mr. Byers was connected with 
the Motor and Accessory Manufacturers 
Association. During the war he served 
as battalion supply sergeant of the 55l1st 
Engineers. 


Boston Radio Wholesalers 
To Hold Trade Show 


The 9th Annual Radio and Electrical 
Appliance Trade Show, sponsored by 
the Radio Wholesalers’ Club of Boston, 
will be held at the Hotel Statler, where 
one complete floor has been reserved for 
the exhibitors, on June 24-25. Com- 
plete lines of radio merchandise, also 
washing machines, ironers, refriger- 
ators, and many other home appliances 
will be displayed. 

As in past years, the show will be 
restricted to members of the trade, in- 
cluding retail merchants, their salesmen 
and service men, also independent radio 
service men and dealers. The public 
will not be admitted. The theme of the 
selling campaign will be new receivers 
for the coming political conventions. 

The committee in charge includes: 
Hollis Vaughan, chairman, George H. 
Wahn Co.; James A. Dolan, General 
Electric Supply Corp.; David C. Rock- 
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yaman, George Collins Co.; L. A. Warner, 


Roskin Distributors, Inc., and Alan 
Steinert, Eastern Radio, Inc. 

At a recent meeting of the Radio 
Wholesalers’ Club, George Cohen, 
Northeastern Radio, Inc., was elected 
president; Hollis Vaughan, George H. 
Wahn Co., vice-president, Arthur C. 
Marquardt, Hunt-Marquardt Co., treas- 
urer, and Frank C. Gorman, secretary. 


Mohawk Valley Club 


Meets in Syracuse 


The regular semi-annual meeting of 
the Mohawk Valley Club was held at 
the Onondaga Hotel, Syracuse, on May 
14. Karr Parker, president of the club, 
presided at the luncheon and general 
meeting which followed. Wholesalers 
were present from Albany, Binghamton, 
Buffalo, Rochester, Syracuse and Utica. 

E. A. (Bud) Jones, Havens Electric 
Co., Albany, presented a comprehensive 
summary of the NEWA convention at 
Hot Springs, and E. A. Brand, engineer 
of the Niagara Hudson Power Corp., 
discussed rural electrification. Mr. 
Brand stated that the new “protected 
metal cable (type CNX)” had been ap- 
proved for trial installations in New 
York state, except Buffalo, Syracuse, 


Niagara Falls and the metropolitan area, © 


and that utility estimates for the wiring 
of farm buildings on new and existing 
rural lines would be based upon its use. 
Mr. Brand advised that this so-called 
“trial installation cable” was available 
from leading wire manufacturers, that 
certain standard numbers of boxes and 
fittings were adaptable to this cable, 
and requested that the wholesalers pres- 
ent carry it as a regular stock item. 


td 
“Bill” Price Heads Boston League 


At the annual meeting of the Metro- 
politan Electrical League of Boston, W. 
V. Price, district sales manager, Gen- 
eral Electric Supply Corp., was elected 
president for the year 1936-37. L. T. 
Maloney, sales manager, General Equip- 
ment Corp., New England distributors 
of Norge products, was chosen as vice- 
president. 


Progress Reported On 
Wiring Handbook 


E. A. Brand, Niagara Hudson Power 
Corp., chairman of the joint industry 
committee appointed to prepare a 
“Handbook of Interior Wiring Design,” 
reports that the completed document will 
soon be submitted to the various na- 
tional associations for their approval and 


that the handbook should be ready for 
distribution in the fall. 

The handbook will present the advan- 
tages of adequate wiring and will con- 
tain specification forms and sample speci- 
fications for typical residential, commer- 
cial and industrial installations. 


Dewees Wins First Prize 
In Philadelphia Contest 


Results of the special lighting contest 
for salesmen of electrical wholesalers, 
conducted by the Electrical Association 
of Philadelphia, have been announced by 
Managing Director George R. Conover. 
The contest ran for seven months. Dis- 
tributors’ salesmen, only, were eligible 
and points were awarded for each sale 
of commercial, industrial or flood light- 
ing equipment. 

First prize of $100 went to R. R. 
Dewees, Westinghouse Electric Supply 
Co. Additional cash prizes were 
awarded in the following order: J. H. 
McDonnell, Graybar Electric Co.; H. 
Ratner, West Philadelphia Electric Sup- 
ply Co.; J. A. Barr, Westinghouse Elec- 
tric Supply Co.; L. E. McIntyre, Gray- 
bar Electric Co.; C. Baesller, Colonial 
Electric Co.; I. J. Zorn and E. S. Arm- 
strong, Westinghouse Electric Supply 
Co.; J. R. Canning, Elliott-Lewis Elec- 
tric Co. and H. Elliott, Rumsey Electric 
Co. 

« 
Northeastern Association 
Elects Officers 


E. A. T. Woodman of the Hardy Co., 
Boston, and Samuel Kaufman of the 
Union Electric Supply Co., of the same 
city, have been elected president and 
vice-president respectively of the North- 
eastern Electrical Wholesalers’ Associa- 
tion. Louis Arvedon, of the Arvedon 
Electric Supply Co., has been made 
treasurer. 








+ It’s A Grand Follow-Through, as 
A. R. Warner drives a straight one 
at the recent Chicago wholesalers’ 
gathering at French Lick. Mr. 
Warner is associated with Youngs- 
town Sheet & Tube Co. 
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Etectricatty More than 100,000,000 feet of ELECTRUNITE 
Steeltubes is now rendering safe, low-cost wiring 
protection in structures all over the country. And 
hundreds of electrical wholesalers have profited 
.. because genuine ELECTRUNITE Steeltubes is 
sold only through legitimate wholesalers. 

This original electric resistance welded electrical 
metallic tubing meets every requirement of good electrical con- 
struction, it saves money for the builder, it makes more money 
for the contractor...and, through affording quality work at 
low cost, it opens the way to a greater volume of sound, safe, 
rigid wiring, and increases your conduit business. 

ELECTRUNITE Steeltubes costs less to buy and to install 

.. it affords adequate electrical and mechanical protection... it 
is fully approved for most every type of building... yet, with 
all fittings, it costs less than heavy-wall conduit. 

Whenever you have the opportunity, insist that electrical 
specifications include genuine “ELECTRUNITE Steeltubes” 

..and you'll enjoy greater volume of profitable business on a 
fast-moving item that is becoming the choice of architect, 
contractor and home owner. Write for information on our 
wholesaler franchise. Genuine ELECTRUNITE Steeltubes 
costs no more than imitation brands. 


* WELDED - 


Electrical Division 


Steel and Tubes Arc 


WORLD'S LARGEST PRODUCER OF ELECTRICALLY WELDED TUBING 


CLEVELAND... OHIO 
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Northeastern Association 
Opposes Local Stocks 


The Northeastern Electrical Whole- 
salers Association voted at its last meet- 
ing, to “request all manufacturers to 
eliminate their local warehouse stocks 
and their consigned stocks to agents, 
also their consigned stocks to whole- 
salers, if any exist, except such mer- 
chandise as is commonly consigned; 
such as lamps, fans, conduit and wire, 
and thereby permit the wholesalers to 
function as they should and as they de- 
sire to.” 

A letter, sent to all electrical manufac- 
turers on May 1, stated “We consider 
that the present duplicate method of 
handling stocks is an interference with 
the wholesaler’s rightful functions and 
a serious menace to the interests of the 
wholesaler and manufacturer alike,” and 
asked that each manufacturer give this 
matter serious consideration, and that 
he advise the Association of his own 
views. Managing Director Almon 
Foster reports that he has already re- 
ceived encouraging replies from a num- 
ber of manufacturers. 


Radio Manufacturers Convention 


Sales promotion, national and in ex- 
port trade, together with plans for im- 
proved radio merchandising will feature 
RMA’s 12th annual convention to be 
held at the Stevens Hotel, Chicago, June 
17-19. An unusually interesting program 
is being arranged by President Leslie 
F, Muter of RMA and the convention 
committee of which A. S. Wells of Chi- 
cago is chairman. 


Underwriters Laboratories Extend 
Label Service 


Transformers for oil burner ignition 
and for use in gas tube signs, cables for 
oil burner and gas tube sign use, and 


elbows and bends of electric metallic 
tubing, have recently been made eligible 
ior labeling by the Underwriters’ Labora- 
tories. Transformers and cable for the 
uses mentioned above have, until recently, 
been listed under Reexamination Serv- 
ice. Elbows and bends of electric met- 
allic tubing have not previously been 
listed. 
i 


L. H. France Elected President 
Of Electric Club of Detroit 


L. H. France, Detroit representative 
of the Appleton Electric Co., has been 
elected to succeed D, L. Fife, president, 
Fife Electric Supply Co., as president 
of the Electric Club of Detroit, accord- 
ing to an announcement by F. H. Van- 
Gorder, secretary of the club. Mr. 
France has been actively connected with 
the electrical industry for a quarter of 
a century, and has been associated with 
the Appleton Company for the past 20 


years. 
e 


Buffalo League Prepares 
Industrial Handbook 


An outstanding feature of Buffalo’s 
lst Annual Industrial Equipment Expo- 
sition, sponsored by the Electrical 
League of the Niagara Frontier, was 
the distribution to those attending of an 
“Electrical Modernization Handbook 
for Industry” prepared by the League’s 
industrial committee. 

This 32-page, spirally bound hand- 
book stresses the economy of electrical 
modernization, also describes and illus- 
trates modernized lighting, electrical 
control, air conditioning, individual 
drives, electronic tubes, adequate plant 
wiring and electrical heating processes. 
Four pages are devoted to a moderniza- 


tion survey chart for the individual 
plant, which covers 40 specific points. 
Karr Parker, McCarthy Bros. & 


Ford, is president of the League, and 
S. S. Vineberg, 512 Stock Exchange 
Building, Buffalo, is managing director. 








+ This Industrial Equipment Exhibition, conducted by the Electrical League 
of The Niagara Frontier in Buffalo recently, drew 2,500 industrial officials 


through the doors. 


40 


A total of 40 booths was taken by 23 different exhibitors. 


Cooperative Financing Plan 
Launched in New York 


A comprehensive campaign for the 
modernization of existing apartment 
buildings of low rentals through the in- 
stallation of mechanical refrigeration 
was announced last month by the Elec- 
trical Association of New York, Inc., 
sponsors of the program. The campaign 
is a cooperative undertaking by the 
leading refrigerator manufacturers and 
their distributors, the several light and 
power companies of the area and the 
National City Bank. 

Briefly, the plan provides for the in- 
stallation of mechanical refrigeration by 
apartment house owners on extended 
terms so low that costs may be defrayed 
from the operating income of the prop- 
erties rather than from capital. Payment 
periods extend up to five years and the 
cost of financing has been reduced to a 
minimum by the joint cooperative efforts 
of the participating manufacturers, dis- 
tributors and light and power com- 
panies to reduce the credit risk. As a 
result, the financing charges, according 
to the Association’s statement, are the 
lowest ever made available for this type 
of financing and are even lower than 
those provided by FHA. 

The credit on sales made under the 
plan will be provided by the National 
City Bank of New York through its 
personal loan department by special ar- 
rangement, through the Electrical Asso- 
ciation, with wholesale refrigerator dis- 
tributors and with the light and power 
companies. The bank will handle the 
monthly payments in the same way it 
has handled for a number of years simi- 
lar transactions pertaining to personal 
loans and to FHA modernization loans. 

While the plan at present applies only 
to properties installing five or more 
electric refrigerators, it is the expecta- 
tion of the Association soon to provide 
a companion plan for use in the retail 
electrical field for the sale of major 
electrical appliances such as_ ranges, 
washers, ironers, water heaters, etc. 


Chicago Representatives 
Elect Officers 


The Electrical Manufacturers Repre- 
sentatives Club of Chicago, at their an- 
nual meeting held last month, elected 
the following officers: Harold E. John- 
son, president; Samuel Ellman, vice- 
president and treasurer, and Harold 
Sage, secretary. 


Whittington Joins Cord Group 


J. W. Whittington has recently been 
appointed by the Electrical Cord Manu- 
facturers to take over the work of James 
A. Smith in the promotion of approved 
flexible cord. Mr. Whittington comes 
to NEMA from the Electrical Testing 
Laboratories where he has been active 
in the IES lamp campaign. 
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TO ELECTRICAL WHOLESALERS 


BRYANT OFFERS 





THE BRYANT ELECTRIC COMPANY 


NEW YORK: 100 E. 42nd St. » CHICAGO: 844 W. Adams St. » SAN FRANCISCO: 325 Ninth St. 


QUALITY—For47 years the name Bryant has been synon- 
ymous with Superior Wiring Devices. 


REPUTATION=—A name of highest standing, univer- 
sally recognized as a mark of dependability by all in- 
specting agencies. 


PROGRESSIVENESS— Products are kept constantly 


abreast of the ever-changing demand. 


SOUND POLICY-—tThe very definite sales policy of 
protected jobber distribution making the sale of Bryant 
devices profitable. 


A COMPLETE LINE-—A wiring device for Every 


Requirement. 


CONSTRUCTIVE SUPPORT—Through the pro- 
motion of adequate wiring standards to secure for the 
wholesaler, business which has been previously lost. 





All the essentials for a profitable Wiring Device business in 
Bryant Superior Wiring Devices. 





BRIDGEPORT, CONNECTICUT 
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Electric Supply of Oakland 
Opens Sacramento Branch 


The Electric Supply Co., which, ac- 
cording to manager E. N. Watkins, is 
Oakland’s oldest radio distributor, has 
opened a house at 711 M St., Sacra- 
mento, Calif. 

W. C. McKee is manager of the new 
branch which occupies 8,000 sq. ft. of 
floor space and maintains complete 
stocks of radios, radio parts and appli- 
ances for dealers and service men in the 
Sacramento area. 


G. E. Supply Men Transferred 
In New England 


Richard Holmes, formerly manager of 
the Manchester, N. H., branch office of 
the General Electric Supply Corp., has 
been assigned to the Rhode Island area 
with headquarters at Providence, and 
Joseph March of the Boston staff has 
been transferred to Manchester. George 
Colesworthy, of the Springfield branch, 
will henceforth travel out of the Boston 
headquarters office and cover the Cape 
Cod area of Massachusetts, and Miller 
Bestick, who has been traveling the 
Cape, will cover the Boston metropoli- 
tan territory. 

e 


Graybar Promotions 


The Graybar Electric Co. has recently 
made a number of promotions through- 
out its organization. 

Roland D. Paine, former service man- 
ager at Cleveland, has been transferred 
to Chicago as service manager. He re- 
places Earl W. Cashman, who becomes 
New York service manager. Adam E. 
Kostulski Paine as service 
manager at Cleveland. 

Karl B. Mayer, since 1932 sales man- 
ager at Harrisburg, has been appointed 
sales manager by Graybar’s Akron 
branch. 


succeeds 


Northern Electric Opens Branch 


The Northern Electric Co. has now 
opened a wholesale branch warehouse 
in the new premises of the Okanagan 
Electric, Ltd., at Vernon, British 
Columbia. 


Harten-Knodel Announces 
More Miami Trips 


In January, the Harten-Knodel Dis- 
tributing Co., Cincinnati, provided 60 
Norge dealers and salesmen with a nine- 


42 





day trip to Miami. Next January, a 
second Miami trip will be awarded to 
the winners of this year’s sales contest, 
which started January 1, and closes De- 
cember 24. 

e 


Lafayette Defeats Latham 


The Lafayette Electric Corp.’s base- 
ball team, Wm. A. Gibson, captain, re- 
cently scored a 7-0 victory over E. B. 
Latham & Co.’s team at City Field, New 
York. The batteries were George Sil- 
var and Larry Altschul for Lafayette, 
Krank Balazik and John Hanz for La- 
tham. Jack Tillman umpired the game. 


2 
New Wholesaler in Vancouver 


Coast Distributors, Ltd., have been 
incorporated at Victoria, and will en- 
gage in the wholesale and electrical en- 
gineering business in Vancouver. Regis- 
tered offices have been established at 
1128 Homer St., and capitalization of 
the company has been set at $25,000. 


Arvedon Bros. Move Branch 


Arvedon Bros., Ine., of Boston, Mass., 


have closed their Lynn branch and 





+ For The Past Two Years, J. R. 


Wells has served as the man- 
ager of the Portland branch of 
the Westinghouse Electric Supply 
Co. He succeeded to the post upon 
the death of P. J. Aaron. With 
the company and its predecessor, 
the Fobes Supply Co., since 1914, 
his entire business career has 
been identified with the electrical 
and telephone industry—the Pacific 
Telephone and Telegraph Co., the 
old B. R. Electric Co., and Dederick 
Co. of Portland. 


transferred it to 147 Hollis St. 
Framingham, Mass., where they are 
occupying 800 sq. ft. of floor space and 
will serve east central Massachusetts 
more effectively. Manager Harry 
Arvedon and two salesmen will staff 
the new branch for the present. 


Contractor’s Supply Locates 
In Lynn, Mass. 


The Contractors’ Electrical Supply 
Co., Samuel Binder president and trea- 
surer, and Roderick MacPherson, sales 
manager, has been established at 52 
Spring St., Lynn, Mass., to wholesale 
wiring supplies, lighting fixtures and 
radio. One floor and basement with 
about 2,000 sq. ft. of space are now oc- 
cupied. 

7 


Jason Enlarges Quarters 


The Jason Electrical Supply Co., 440 
Union St., Lynn, Mass., has enlarged 
its display space and remodeled its stock 
room, adding about 500 sq. ft. of floor 
area, new racks and increased space 
between counter and store front. 


Counter Salesmen Hear 
Merchandising Talks 


A series of merchandising talks for 
the benefit of the counter salesmen em- 
ployed in the Manhattan, Bronx and 
Newark, N. J., branches of Wholesale 
Radio Service Co., were held last month 
in the auditorium of the main office at 
100 6th Ave., New York City. The men 
were told how to adapt manufacturers’ 
merchandise for replacement use in the 
refrigeration field. More than 18 manu- 
facturers cooperated with this distrib- 
utor to make these meetings a success. 


Walker Leaves General Electric, 
Joins Rex Cole 


General Electric’s appliance and mer- 
chandise department has announced the 
resignation of J. M. Walker, New York 
district manager, to be general sales 
manager of Rex Cole, Inc., New York 
distributors. He is succeeded by A. O. 
Anderson, formerly engaged in depart- 
ment store sales activities. 

Lawrence Jennings has been ap- 
pointed eastern manager of central sta- 
tion sales by the specialty appliance 
sales division of the General Electric 
op 

. 


Times Appliance Adds Fada 


The Times Appliance Co., New York 
City, recently announced its appoint- 
ment as exclusive wholesale distributor 
in the metropolitan area for the Fada 
Radio and Electric Co. 
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POPULAR ARROW 


INDUSTRIAL 
DEVICES 


st. above: — Three-wire, heavy-duty Receptacle. 
Typical of a heavy-duty polarized line of wiring 
devices for 2, 3 and 4-wire service. 
o~ above: — Weatherproof Tumbler Switch 
(FS Type). Includes rubber mat and cadmium- 
finished plate with rounded edge, designed for “’FS’’- 
type fittings. No mechanism exposed to weather. 
rd. above: — Small Motor Starting Switch No. 6808. 


Positive motor control for oil burners, refrigerators, 


gp. 


motor-driven machinery and lighting loads. 


th. above: — Type C Ceiling Pull Switch No. 3731. 
Designed to handle the initial current-surge of 
Type Clamps. Has Bakelite cover. 


- above: — Industrial Socket with threaded catch 
shell finished with gray insulating enamel. Has high 
heat lining and gray porcelain interior, extended to 
form a bushing or bearing for the key. 


— ARROW ELEGTRIG DIVISION 
THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. 
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+ Lined Up For The Last Picture in the present home of the Rale Electric 
Supply Co., Asbury Park, N. J. Rapidly expanding business has necessi- 
tated the use of garages in the rear and apartments overhead for the storage 


of supplies. 
to much larger quarters. 
the left. 


So as soon as the summer rush is over, the firm will move 
S. J. Rale, president of the company, stands on 
Next to him is Walton Tilton, inside man; then, Dora Roman, 


of the office force; E. J. Hendricks, outside salesman; Mrs. S. J. Rale; 
Arnold Brown, shipping department, and Dora Malagoli, stenographer. 





A. R. Maynard Heads May List 
of Graybar Service Awards 


A. R. Maynard, manager of Graybar’s 
Detroit house, celebrated his 30th year 
of continuous service with that com- 
pany last month. In 1906, a year after 
graduating from Dartmouth, he started 
with the telephone apparatus division of 
the Western Electric Co. at Chicago. 
After 10 years in various departments 
of this division, he was transferred to 
Detroit, where he became sales manager 
in 1919 and manager in 1921. 

Other employees who received serv- 
ice recognition during May were 
Eugene C. Doeker, service manager at 
Cincinnati, who has been with the com- 
pany since 1906; Edwin P. Doran, serv- 
ice supervisor at Youngstown, who 
also completed his 30th year; Samuel 
Mathison, selector at San Francisco, an- 
other 30-year man; Henry D. Dahlquist, 
service manager of Minneapolis, who 
received a 25-year award; Lorenz B. 
Ivins, head service clerk at Phila- 
delphia; George A. Gilbert, receiving 
clerk at New York, and Elsie Hessel- 
schwerdt, stenographer at Buffalo, who 
received 20-year service pins. 


Promotions Announced by 


Turtle & Hughes 


E. C. Heidt, formerly manager of the 
Elizabeth office, has been elected vice- 
president of Turtle & Hughes, Inc., New 
York City, succeeding the late A. W. 
Hughes. 

Salesman J. B. Turtle and R. P. 
Miller have been promoted to the po- 
sitions of treasurer and assistant secre- 
tary, respectively, while P. F. Carrell, 
formerly auditor, has been appointed as- 
sistant treasurer. 

Joseph J. Trancho has been advanced 
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to purchasing agent and F. W. Mayr 
has been added to the metropolitan sales 
force. 

M. B. Turtle continues as president 
and C. H. Smith as secretary. The firm 
has recently taken over additional space 
on the second floor of the building at 
6 Varick St. 


Sidles Company to Distribute 
Oil Burning Refrigerators 


Distribution of the Perfection Stove 
Co.’s Superfex oil burning refrigerator 
from seven of its warehouses in Ne- 
braska and Iowa has been started by the 
Sidles Co., Lincoln, Neb., distributors 
of electric appliances. They succeed 
the franchise R. S. Proudfit Co., of 
Lincoln, which has retired from the 
appliance field to devote its entire at- 
tention to its lumber business. 


Obituary 





Wiley F. Bartlett 


Wiley Frank Bartlett, district man- 
ager of broadcasting equipment at the 
Graybar Electric Co. in Atlanta, died 
last month after a short illness. Mr. 
Bartlett was born August 22, 1888. His 
business career started in 1904, in the 
plant department of the Cumberland 
Telephone and Telegraph Co. in New 
Orleans. 

Since 1916 he has been in the employ, 
first of the Western Electric Co., then 
of Graybar Electric, starting in the 
switchboard department in New Or- 
leans, and transferring to the sales de- 
partment. A year ago he was sent to 


Atlanta as district manager of broad- 
casting equipment. 


Albert H. Seep 


Albert H. Seep, presdent of the Mine 
and Smelter Supply Co., Denver, Colo., 
died recently after a long illness. He 
was 64. 

Born in Titusville, Pa., he was gradu- 
ated from Cornell University, and his 
first job was with the Snow Steam 
Pump Co., of Buffalo, N. Y. In 1901, 
at the age of 29, he came west and 
became associated with his father in the 
management of the Mine and Smelter 
Supply Co., of which he has been presi- 
dent since 1929. Two years ago, illness 
forced Mr. Seep to leave direct man- 
agement of the company in the hands of 
his sons. 


Burton L. Delack 


Burton L. Delack, general assistant 
to Vice-President W. R. Burrows of 
the General Electric Co., died May 7, 
following a stroke. 

Mr. Delack had a background of 33 
years with General Electric. He was 
a graduate of Clarkson College of Tech- 
nology, and in 1903 entered the employ 
of the company, going almost immedi- 
ately to the railway motor engineering 
department at Schenectady. Later he 
was placed in charge of the mechanical 
design of railway cars. In 1919 he was 
transferred to the motor shop at the 
Erie works, and four years later was 
made manager. From this position he 
was promoted to assistant manager of 
the Schenectady works, and in 1928 
became manager. In 1934, Mr. Delack 
was transferred to the staff of Mr. 
Burrows. 


George H. Williams 


George H. Williams, manager of the 
Bryant Electric Co.’s New York office, 
died suddenly on May 18 following an 
emergency operation. He was 40 years 
old. Mr. Williams was born in Brook- 
lyn, and spent most of his business 
career in the electrical industry. Prior 
to coming to the Bryant Electric Co., 
he was employed for several years by 
the Hocking Glass Co. In 1917 he be- 
came manager of Bryant’s New York 
office, and held that position until the 
time of his death. 


F. W. Flegel 


Frederick W. Flegel, general manager 
of the Reliance Automatic Lighting Co., 
Racine, Wis., for 16 years, died a short 
while ago at the age of 54. Mr. Flegel 
was born in Columbia County, Wis., in 
1882, but moved to Racine at the age 
of twelve, and grew up with the civic 
and industrial life of that city. Added 
to his activities in the business world 
was his prominence as a singer, and 
member of the famous Badger Quartet. 
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Tells you how and where to sell electric ventilation, contains 
samples of new literature (furnished free to you) and outlines our 
new mailing plan whereby we mail literature for you free of 
charge. Write for your copy today—no cost—no obligation to you. 



















—--- - - - - - - - - - - - - COUPON ------------------; 

AMERICAN BLOWER CORPORATION, 6000 Russell St., Detroit, Mich. 

A M £ R | C A N B LOW f W C @) R P. Please send mea copy of the 1936 American Blower Blue Book. I under- 
stand there will be no charge or obligation for this. Mail to j 

DETROIT . MICHIGAN Firm N 1 
ee: irm Name \ 
Division of American Radiator and Sarect end Member 
Standard Sanitary Corporation City and State ; 
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Curtis Lighting Appoints Eldredge 
As New York Sales Manager 


Curtis Lighting, Inc., Chicago, an- 
nounces the appointment of Harold R. 
Eldredge, formerly secretary-treasurer 
of Curtis Lighting of New York, Inc., 
as New York sales manager of Curtis 
Lighting, Inc., in charge of all sales 
activities in the Metropolitan New York 
district. 





Harold R. Eldredge 


Mr. Eldredge, a native New Yorker, 
associated himself with the old National 
X-Ray Reflector Co. (now Curtis 
Lighting, Inc.) in 1913, and since that 
time has been prominent in the lighting 
industry in the New York City area. 
He has been responsible for many suc- 
cessful lighting installations and a leader 
in the field of illumination. 


Diehl Holds Exposition 
At Philadelphia Office 


‘The Philadelphia office of the Diehl 
Mig. Co., recently held an open house 
and exhibition at its new offices, 112 
North 12th St., Philadelphia. Several 
hundred electrical wholesalers, contrac- 
tors, consulting and maintenance engi- 
neers attended. An interesting feature 
was the exhibition of a number of mo- 
tors built by the Diehl company, 50 or 
more years ago, including what is be- 
lieved to be the oldest electric exhaust fan 
in existence. 

7 


Cutler-Hammer Advances Niessen, 
Opens Office in Baltimore 


Cutler-Hammer, Inc., Milwaukee, an- 
nounces the appointment of L. P. Nies- 
sen as advertising manager, in charge of 
all advertising and sales promotional ac- 
tivity covering the company’s complete 
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line of motor control and electrical ap- 
paratus. 

After completing a course in engineer- 
ing, Mr. Niessen attended Marquette 
University and later gained extensive 
experience in the company’s products in 
the sales department and various manu- 
facturing departments. Prior to his ap- 
pointment he also served for some time 
as assistant advertising manager. 

Cutler-Hammer also announces the 
opening of a new office at 10 W. Chase 
St., Baltimore, which will be in charge 
of R. A. Haworth and will operate un- 
der the supervision of the Philadelphia 
district office. 

* 


Bond Flashlight Business 
Sold to Winchester 


The flashlight and battery business of 
the Bond Electric Corp. of Jersey City, 
has been purchased by Winchester Re- 
peating Arms Co. of New Haven. The 
manufacturing plant in Jersey City is 
being continued in operation temporarily 
while arrangements are being made for 
the transfer of the manufacturing, cleri- 
cal and sales organizations to New 
Haven. It is the intention to continue 
the complete Bond line of flashlights 
and batteries, radio batteries, dry cells 
and ‘Hot Sparks,” also to carry on the 
manufacture and sale of the various 
other lines of the Bond Corp. under 
the trade names owned and used by that 
company. 

William T. Birney has been appointed 
sales manager of Winchester’s new 
Bond division. 


Crosley Selects Berger As 
General Sales Manager 


Thomas W. Berger has been ap- 
pointed general sales manager of the 
Crosley Radio Corp., Cincinnati. He 
is a former sales manager of the 
Vacuum Cleaner Co. of Cleveland. 
Later he entered the distributing busi- 
ness in Philadelphia, and for seven 
years managed the appliance divisions 
of the Philadelphia Electric Co. For 
two years he also served as chairman 
of the merchandising bureau of the Na- 
tional Electric Light Association. Prior 
to joining Crosley, Mr. Berger was 
president of the Prima Mfg. Co., Sid- 
ney, Ohio. 

e 
Correction 


The assistant to J. J. Madden, sales 
manager of the combined Roach-Apple- 
ton, All-Steel sales organization is 
Ralph F. Hinchman. 


New Wire and Cable 


Manufacturer 


H. T. Dyett and other former asso- 
ciates in the Rome Wire Co., announce 
the formation of the Rome Cable Corp. 
This company will manufacture copper 
rods, bars, bare and insulated wires 
and cables, with plants and general 
offices at 330 Ridge St., Rome, N. Y. 
The officers are: H. T. Dyett, president ; 
H. W. Barnard, vice-president and 
treasurer; C. A. Scott, vice-president 
and sales manager; A. D. R Fraser, 
secretary; V. W. Collins, assistant 
treasurer and comptroller; and P. A. 
Williams, plant manager. 


George L. Sexton Starts 
New Business 


The Long Hill Laboratories has been 
formed by George L. Sexton, until re- 
cently vice-president and general man- 
ager of the Bond Electric Corp. Mr. 
Sexton is president and general man- 
ager of the new company and offices 
will be located at the plant in Long Hill, 
Conn., and in New York City. This 
new organization will specialize in the 
manufacture of a number of items for 
the electrical field. 


Montgomery Bros. Move 
Portland Office 


Montgomery Bros., of San Francisco, 
who represent several electrical manu- 
facturers on the Pacific Coast, announce 
the removal of their branch office and 
warehouse at Portland, Ore., from 524 
S. W. Pine St., to larger and better 
equipped quarters at 1501 N. W. Kear- 
ney St. 








+ Off For France, Walter Bierin- 
ger, vice-president of the Plymouth 
Rubber Co., snapped as he sailed 
on the French liner “Champlain” to 
pay a visit to the new French plant 
of the company. In case you can’t 
see him through the fog banks, fol- 
low the pipe stem. 
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We Build Colt-Noark Heavy Duty Switches 
just like they build battleships! 
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A y | ‘ When you install a Heavy Duty 
5 | om 5) A ee Safety Switch, you expect it to 
. a TA 1 oe take every type of punishment 
without a whimper — stand the 
gaff day in and day out. That’s 
why Colt-Noark Type A Switches 
are built with extra ruggedness — 
extra strength—and with strong, 
efficient Quadbreak and Dual- 
break mechanisms. When you 
specify Quadbreak or Dualbreak 
—you’re getting more for your 
money than you get in any other 
switch! 


Quadbreak and Dualbreak Mechanism / 
insure Strength-Efficiency-Long Lifee 
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Weatherproof and 
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Colt-Noark Type A 
Switches in 250 Volt 
are Dualbreak as 
shown at left. In 575 
Volt they are Quad- 
break. Unit block 
construction — self 
wiping blades— 
roomy cabinets — 
plenty of knockouts 
— quick make and 
quick break — inter- 
locking covers. 


Dust Tight Switches 
are Dualbreak. Rugg- 
ed Cast Iron cabinets 
—interlocking covers 
securely fastened to 
cabinets by wing nuts 
—with rubber seal- 
ing gasket. 250 and 
§75 volts—fusible and 
non-fusible. 





A new, complete Colt-Noark Catalog is now on our printer’s presses. Full details on Safety 
Switches — Meter and Entrance Switches — Motor Starting Equipment — Fuses— Cast Iron Boxes. 
q Send for your copy. Ask for Catalog 59. 


COLT’S PATENT FIRE ARMS MFG. CO., ELECTRICAL DIVISION HARTFORD, CONN. 


4 Boston, New York, Chicago and Philadelphia. H. B. Squires Co., Pacific Coast Representative 


COLT-NOARK 


SWITCHES - MOTOR STARTERS - FUSES 
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Gamewell Appoints McCarthy 
General Sales Manager 


Edward J. McCarthy has been ap- 
pointed general sales manager of the 
Gamewell Co., with headquarters at 
Newton Upper Falls, Mass. 

Mr. McCarthy has been in the em- 
ploy of this company for over 16 years. 
For 12 years, he was located in the 
Chicago office as assistant district sales 
manager. About four years ago he was 
promoted to the position of district 
sales manager for New England. 


Johnson Sales Moves 


The H. E. Johnson Sales Co., manu- 
facturers representatives, announce the 
removal of their offices from 611 W. 
Adams St. to larger quarters at 626 
W. Jackson Blvd., Chicago. 


aa 
McGill Appoints Michigan Agent 


The McGill Mfg. Co., Valparaiso, 
Ind., manufacturers of lamp guards and 
levolier switches, have notified the trade 
of the appointment of Turrell & Benfield, 
Architects Building, Detroit, as their 
Michigan representatives. 


Fairbanks-Morse Moves 
Refrigerator Division 


The entire home appliance division 
of Fairbanks-Morse has been trans- 
ferred from Chicago to Indianapolis. 
The company reports that the move 
was accomplished without a break in its 
production schedule. 


Allen-Bradley New York Office 
Moves to Larger Quarters 


The Allen-Bradley Co., Milwaukee, has 
recently moved its New York offices 
from 50 Church St. to new and larger 
quarters in the Underwood Building, 30 
Vesey St., New York City. 


Rick & Selleg to Represent 
Laclede Steel in Chicago 


Laclede Steel Co., Arcade Bldg., St. 
Louis, Mo., announced the appointment 
of Rick & Selleg, 549 W. Washington 
St., Chicago, as manufacturers agents 
for their lines of electrical conduit and 
metallic tubing. 

© 


Ward Leonard Enlarges 
Chicago Quarters 


The Ward Leonard Electric Co.’s 
Chicago office, under the management 
of Kline Gray, has taken larger quar- 
ters in the Monadnock Block, 53 West 
Jackson Blvd., moving from room 1257 
to room 1450. 


48 





+A Good Practice Swing for the 
benefit of the camera and I. C. 
Reiff, Chicago district manager of 
John I. Paulding, Inc., is ready for 
a good game. He was snapped on 
the links at the recent gathering of 
the Chicago wholesalers at French 
Lick. 





Benjamin Electric Appoints 
New Vice-presidents 


At a meeting of the board of direc- 
tors of Benjamin Electric Mfg. Co., 
held on April 22, additional officers were 
elected as follows: 

E. E. Bradway, vice-president in 
charge of operations; J. H. Fall, III, 
vice-president and general sales man- 
ager; B. G. Kodjbanoff, vice-president 
in charge of eastern division; Miles F. 
Steel, vice-president in charge of Pa- 
cific division; C. B. Harlow, vice-presi- 
dent in charge of central division; C. F. 
W. Alfvin, secretary and assistant trea- 
surer, and D. S. Hazen, comptroller and 
assistant secretary. 


“Tiny” Harkness Promoted 
By Allied Industries 


Will H. Davie, president of Allied 
Industries, Inc., has announced the ap- 
pointment of H. L. “Tiny” Harkness as 
manager of the company’s San Fran- 
cisco district. Mr. Harkness has been 
a salesman for Allied Industries for a 
number of years, covering the northern 
California territory. 


Chicago Electric Manufacturing 
Builds New Factory 


The Chicago Electric Mfg. Co. has 
leased ground in the Clearing Industrial 
District on West 65th St., where a new 
factory building has already been 
started. The company expects to move 
from its present plant at 2801 S. Hal- 
sted St., about July 1. 


Royal Electric Moves to 
New Plant in Pawtucket 


All offices and manufacturing divi- 
sions of the Royal Electric Co., form- 
erly located at Avon, Mass., and East 
Providence, were centralized in the com- 
pany’s new plant, located at 95 Grand 
Ave., Pawtucket, R. I., on May 1. 

The new quarters provide improved 
operating conditions, centralized produc- 
tion control and increased facilities for 
manufacturing the company’s line of 
fuses, insulated wire and decorative 
lighting equipment. 


Eagle Electric Has 
Traveling Display 


The new display truck of the Eagle 
Electric Mfg. Co. Brooklyn is now 
traveling the eastern territory carrying 
complete samples of the Eagle line of 
electrical=specialties. Other sections of 
the country will be visited later. 

Correcting a previous announcement 
this company reports that Richard Har- 
ris, formerly with Milhender, Inc., Bos- 
ton, has taken over the New England 
territory as exclusive sales representa- 
tive. 


Westinghouse Moves 
New York Offices 


The New York executive and sales 
offices of both the Westinghouse Elec- 
tric & Mfg. Co., and the Westinghouse 
Lamp Co. are now located in the West- 
inghouse Building, 150 Broadway, New 
York City. 


New Couch Representative 


S. H. Couch, North Quincy, Mass., 
have appointed Wesley Block & Co., 15 
East 26th St., New York City, as sales 
representative in metropolitan New 
York for their telephones, sound equip- 
ment, fire alarm apparatus, and other 
signaling specialties. 

W. J. Clifford Co., 39 Cortlandt St., 
New York, will continue as sales agents 
for Blake staples and “Number 200” tele- 
phones. 


Sales Agency Organized 
By J. L. Kaplan 


The J. L. Kaplan Electrical Sales Co., 
with offices at 618-626 W. Jackson 
Blvd., Chicago, has been formed by 
“Jack” Kaplan, formerly western rep- 
resentative of the Centre Lighting Fix- 
ture Co., and later Chicago manager of 
the Geringer Lighting Fixture Mfg. Co. 

Associated with Mr. Kaplan in the 
new agency, which is handling promi- 
nent lines of lighting fixtures and glass- 
i are Elliot Gontovnick and Fred 
<lein. 


ELECTRICAL WHOLESALING — June 1936 


i Seaatoaparea te 


eS nes eeSe— 


SP aS 


Gi a ak ad. eo 


sabia ae 


Eas AOA I cs AEN BST DA tale eT a PII 











i 
%. 





Backed by the 
“Light Artillery” 





There is a regular army behind you in your sales of General 
Electric Mercury Light. In order that you may make the 
most of this money-producing business, engineers and field 
men of both the Incandescent Lamp Department, General 
Electric Company and the General Electric Vapor Lamp 
Company are always ready to show you how you may best 
promote the sale of “Industry’s most efficient light.” 
General Electric Mercury Light is now supplied in two 
sizes: The 400-watt size, for vertical burning; and its com- 
panion 250-watt lamp, used for applications where universal 
burning or a lower wattage unit is desirable. Both are at- 
tracting wide-spread interest. Everything — production, 
promotion, sales—is geared to go ahead. Join in and gain the 
added, profitable business that these General Electric Mer- 
cury Lamps hold out to you. Write for complete details ... 


Order your auxiliary devices which were designed especially 

for this lamp from the General Electric Vapor Lamp Company. 

Order your lamps from any of the seventeen Sales Divisions 
of the Incandescent Lamp Department. 


GENERAL @ ELECTRIC 


719H 
General Electric Vapor Lamp Co. Incandescent Lamp Department 
891 Adams Street, Hoboken, N. J. Nela Park, Cleveland, Ohio 
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A Section Devoted to Manufacturers’ Descriptions of Their Products 





Built-In Ventilator 


Designed for installation in outside 
walls or partitions, its unique blade de- 
sign and streamlined inlet funnel renders 
this “Air Flow” propeller fan quiet in 
performance and economical in operation. 
Fan is constructed of light, durable met- 
als, with steel panel frame and aluminum 
fan blades. All motors are totally en- 
closed, radiation cooled, with ball bearing 
and thrust combination. Available in 
constant speed, or with two-speed con- 
troller. Special motor bracket is sup- 
ported by three arms, welded to steel 
panel. National Fan & Blower Corp., 
543 West Washington Blvd., Chicago, III. 

Electrical Wholesaling, June, 1936. 


Glass Coffee Maker 


Available in 6, 8 and 12 cup sizes, 
this coffee maker features glassware by 
Pyrex in an attractive design. Bowl is 
broadened at the bottom to provide faster 
heat transference, with the brewing speed 
increased proportionately. Known as the 
“Lido Clear Electric,” this model is fur- 
nished with stove base, neck collar, han- 
dle, cover for upper bowl and table mat 
in highy polished, attractive molded ma- 
terial in either red or black. A patented 
“quick-cooling” stove correctly times the 





period of infusion between coffee and 
water, without having to remove the cof- 
fee maker from the stove. Model 
is also available with automatic control 
device. This makes the whole brewing 
operation completely automatic. Lists 
at $6.95 for the standard model; with auto- 
matic control, $9.90. The Silex Co., Hart- 
ford, Conn.—Electrical Wholesaling, June, 
1936. 
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What's NEW 





Lighting Dimmers 


Made for the control of lighting in 
auditoriums and small theatres, this “Vit- 
rohm” non-interlocking dimmer employs 
a substantial lightweight, pressed steel 
plate to support the resistance element, 
the contacts, and contact lever. They are 
designed for continuous duty at their 
rated load. All rotating parts are keyed, 
locked into slots, milled across each end 
of the steel shaft. The functions of cur- 
rent carrying and contact pressure are 
entirely separate. An oil-less center bear- 
ing in conjunction with self-lubricating 
contact shoes, provides smooth and quiet 
operation and eliminates the necessity of 





any oiling. Ward Leonard Electric Co., 
Mount Vernon, N. Y.—Electrical Whole- 
saling, June, 1936. 


Rubber Cord Plugs 


Designed to meet modern needs, these 
soft rubber appliance cords. are small, 
well-balanced units. Furnished in five 
attractive colors to harmonize with deco- 
rative schemes. From left to right—No. 
1 is oval-shaped for use on “Rubcord” 
and “UScord” or with any H.S.J.-S.J. or 
reinforced cord. No. 2 is a small incon- 
spicuous plug for use on “Zipcord” assem- 
blies or other parallel wire construction. 
No. 4 is a special vacuum cleaner plug 
with finger grip feature which is also 
adaptable to heater, toaster, percolator 
and other household appliance cords. 
United States Rubber Products, Inc., 
Wire Division, 1790 Broadway, New 


1 
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York City.—Electrical Wholesaling, June, 
1936. 









































Console Type lroner 


This entire ironing assembly is enclosed 
in a handsome stainless porcelain top con- 
sole type cabinet. Operation of pressing 
device is fully automatic. New thermo- 
static heat controls permit controlling heat 
automatically to suit various types of 
linens or garments. Two speeds permit 
adapting roll speed to type of article 
being ironed. Other features include full 
open end, emergency hand lever, chro- 
mium plated ironing shoe, oversize 26 in. 
roll, oversize shoe, and pull-out shelf. 
Mechanism is entirely sealed in and has 
self-feeding lubrication. Altorfer Bros. 
Co., Peoria, Ill.—Electrical Wholesaling, 
June, 1936. 


Front-Operated Switch 


Equipped with double break contacts, 
these front-operated switches can be 





locked in the “on” or “off” position. 
Cover may be sealed. Known as “Type 
D” they are furnished in both two pole 
and two pole, solid neutral, plug fused 
types. Ample wiring room is provided. 
The entire interior may be removed by 
loosening two screws. Terminals and 
fuses are easily accessible. Porcelain 
base. Trumbull Eectric Mfg. Co., Plain- 
ville, Conn. — Electrical Wholesaling, 
June, 1936. 
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DOUBLE COOKING UTILITY for the housewife... 
| = wmamant, MEANS DOUBLE SALES 
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for you... 


Here is the cooker for aggressive promotion 
this summer! It has greater sales appeal than 
any other cooker on the market. Why? Because 
it makes so many more delectable dishes . . . 
and women will want it twice as much! 
@ Only the Proctor Roast-or-Grille has the Grille- 
in-lid feature. It alone can do broiling, grilling, 
toasting and browning, in addition to roasting, 
stewing, baking, etc. This exclusive feature gives 
the Roast-or-Grille double the utility and makes it 
the first practical portable electric range. Many 
other reasons for its popularity are detailed below. 
@ The Proctor deserves a leading place in your 
merchandising program NOW! Ask your 
jobber or write for details to Proctor & Schwartz 
Electric Company, 7th & Tabor Road, Phila. 








1, REMOVABLE BROILER IN THE LID 
makes the ROAST-OR-GRILLE the first com- 
plete, practical, portable electric range. 


2. LIFT-OR-TILT LID. The lid tilts back on 
its hinge or lifts off easily, free of hinge. 


4. EXTRA HEAT-INSULATION and more 7. POPULAR MIRRO ALUMINUM IN- 
scientific thermal engineering make a SERT PANS. Heavy gauge, highly pol- 
more efficient cooker —a cooler kitchen. ished insert pans — aluminum for faster 

heating and lighter weight. 





5. SINGLE KNOB CONTROL. Cooking and 


$3. ANY-OR-ALL PAN-CONTROL. New 
design allows any of the aluminum pans 
to be removed separately, or all at once. 























warming temperatures, and an off-switch 
controlled at one point, with Glow-Cone 
signal to tell when proper cooking tem- 
peratures are reached. 


6.HIGHER WATTAGE. 
For faster preheating and 
for holding the proper 
cooking temperatures. 


PROCTOR | 
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. DRIP-BACK RIM. A specially designed 


lip prevents grease from running over 
and down the outside. 


- AMPLE-SIZED BAKELITE HANDLES 


promote ease of handling, especially when 
Roast-or-Grille is hot. 


-NEW MODERN BEAUTY of design. 
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Combination Washer-Drier 


Known as the “Spe-Dry” Model 64, 
this machine does the washing, bluing and 
rinsing in virtually one operation. Re- 
quires no individual handling of clothes. 
Consists of two units—conventional-type 
washing unit, and centrifugal drying unit, 
or “Spe-Dry” basket. Chassis is made 
of heavy pressed steel. Heavily embossed 
legs, strongly braced, are mounted to 
frames with rubber inserts which elim- 





inate strain and vibration. Non-cor- 
rosive. Tubs are made of heavy “Arm- 
co” steel with vitreous, porcelain enamel 
inside and outside. Lists at $99.95. Line 
also includes three wringer-type models 
listing at $49.95 and $79.95. Pump is op- 
tional. Crosley Radio Corp., Cincinnati, 
O.—Electrical Wholesaling, June, 1936. 


Capacitor-Analyzer 


Planned to suit the needs of engineers 
as well as service men, this capacitor- 
analyzer and resistance bridge has been 
built into instantly useful form for labo- 
ratory, shop and field work. All readings 
are secured direct from a color-coded 
panel. Manufacturers claim that this 
saves time and trouble formerly incurred 
in cross-referring to charts and graphs. 
Unit is provided in two models, both 





housed in wood cabinets with detachable, 
hinged covers. Compact, light and 
sturdy. Solar Mfg. Corp., 599-601 
Broadway, New York City.—Electrical 
Wholesaling, June, 1936. 


Auto Radio Battery Eliminator 


Specially designed for demonstrating 
and testing auto radio sets on regular a.c. 
lines, this auto radio “A” battery elim- 
inator is equipped with an on-off switch, 
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pilot light indicator, 10 ampere fuse, rub- 
ber mounting feet, and 6 ft. all rubber 





cord set. Encased in an attractive heavy 
gauge cabinet, with black wrinkle finish. 
Measures 73 by 74 by 5 in. Eliminates 
storage batteries and battery chargers. 
Delivers direct current at the correct 
voltages for the proper operation of any 
auto radio set. Equipped with full wave, 
dry disc type rectifier, assuring noiseless, 
interference-free operation and long life 
and reliability. Fully automatic and fool 
proof. Lists at $12.95 complete. Ameri- 
can Television and Radio Corp., St. Paul, 
Minn. — Electrical Wholesaling, June, 
1936. 


Porcelain Outlet—Switch Boxes 


Providing a 100 per cent insulated in- 
stallation, these all-porcelain boxes are 
intended for use wherever permanency 
and absolute safety are of prime impor- 
tance. They are especially recommended 
for residential wiring, rural electrifica- 
tion, garages, barns, outbuildings, ware- 
houses, cold storage plants, dairies, and 
for general industrial wiring. Outlet 
boxes are made both in the 34 in. and 
4 in. sizes. Provided with No, 8-32 tapped 
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inserts for the mounting screws of the 
cover plates. Switch boxes are likewise 
provided with the No. 6-32 tapped in- 
serts for mounting the switch or recep- 
tacle assemblies. All boxes are provided 
with knock-out holes in accordance with 
standard practice. They constitute an in- 
tegral part of the all-porcelain wiring sys- 
tem. Porcelain Products, Inc., Findlay, 
Ohio.—Electical Wholesaling, June, 1936. 


Lumiline Lamp Holders 


Designed for either flush or surface 
mounting, these single and duplex recep- 
tacles have standard screw spacings for 
both types of installations. A wire chan- 
nel and off-center binding screw terminal 
are important features. In either flush or 
surface lumiline installations, the wires 
pass through this channel without cut- 
ting. The off-center screw facilitates 
wiring and leaves ample wire room. End 
cap has a five-point engagement with the 
lamp base, insuring proper alignment at 
all times. Eliminates the possibility of 
play or vibration which may cause cur- 
rent interruptions or breakage’ Bryant 








Electric Co., Bridgeport, Conn.—Electri- 


cal Wholesaling, June, 1936. 


Hook-on Connector 


With only two moving parts, these 
“Hottap” connectors are made of strong 
copper alloy. Can be installed with the 
line either energized or dead. Eye-bolt 
is made of Everdur, to fit all standard 
operating sticks. In six sizes to accom- 
modate a total range of main line sizes 
from No. 8 to 700 M. c.m. cable, and a 
range of cable sizes from No. 8 to No. 
4/0. For use with copper or aluminum 











wire or cable on either the run or the 
tap. Recommended for  sectionalizing 
emergency taps, lightning arrester taps, 
transformer taps and temporary grounds. 
Burndy Engineering Co., 305 E. 45th St.., 
New York City.—Electrical Wholesaling, 
June, 1936. 


Adjustable Height Fan 


Mounted on an adjustable standard and 
portable base, this fan may be set at vari- 
ous heights. It is especially adaptable to 
installation in the home, where portability 
is a factor. May be placed in the kitchen 
at work-table height, or in the living 
room at a convenient level for lounge 
chairs. Standard mounting eliminates the 
inconvenience of putting the fan in chairs, 
on the floor, or locations where it may 
become hazardous to room _ traffic. 
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Blades are constructed of “Micarta” and 
are especially designed for a maximum of 
air circulation with a minimum of noise. 
Employs a three-speed, positive action, 
snap switch, with indicating handle, 
mounted in switch box just below swivel 
housing. Base is 12 in. in diameter. Has 
an adjustable height of from 3 ft. 6 in. 
from floor to center line of fan, to 4 ft. 
9 in. from floor to center line. Lists at 
$28.00. Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa.— Electrical 
Wholesaling, June, 1936. 
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“| use the Buyers Reference Number 





daily—it simplifies my buying’’ 


The prominent electrical wholesaler who made 
the above comment added, “l keep my copy 
in my desk drawer and refer to it constantly to 
get quotations from manufacturers, locate new 
sources of supply, and for correct firm names, 
addresses and trade names.” 


The Buyers Reference is also used by the presi- 
dent of this organization and his two purchasing 
agents to fill orders received by mail and 


telephone for items not regularly carried in 
stock. 


This is typical of thousands of comments from 
important buyers who use the Buyers Reference 


Number to find out What to Buy, Where 
to Buy and Who Makes it. 


You, too, can enjoy these advan- 
tages. Keep your copy of this 
valuable book handy. 















ELECTRICAL CONTRACTING 
330 West 42nd St., New York, N. Y. 





| BEY Dae TL 
BUYERS REFERENCE NUMBER OF 


ELECTRICAL CONTRACTING 


— to save time and money in your buying 























NEWS 


FROM WIREMOLD 


“THE BUSINESS BOOSTER FOR CONTRACTORS!” 


THE WIREMOLD COMPANY ¢@ + @ HARTFORD, CONN., U.S.A. 








—Lumiline lamp mounted on 
Wiremold LIGHTING 
STRIP—with  Wiremold 


Lumiline Fittings 








Simplifies 
Lumiline 
Installation! 


BOOSTS BUSINESS FOR YOU 


IKE all other Wiremold innovations, the Wiremold 
Lumiline system makes prospective jobs easier to 


sell—and jobs-in-hand easier to handle at a profit! 





SJ he, 
A Reminder to Your Contractors! 


Now is the time to contact school boards and institu- 


tions to line up summer vacation business! 
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Tuner Amplifier 


This 15 watt combination is said to be 
one of the most complete entertainment 
units ever built on one chassis. Tuner 
portion uses two all-metal tubes in a 
superheterodyne circuit, and has sharp 
cut-off beyond 7,500 cycles. Tuning in- 
dicator is of cathode ray type. Power 
supply provides field supply current for 
two 2,500 ohm speakers. A tone control 
is part of the circuit. Unit can be sup- 
plied in louvred steel case, with hinged 
top; can be rack mounted or supplied as 





a club model, with automatic record 
change, in console cabinet. Chassis di- 
mensions are 19x8?x134 in. Federated 
Purchaser, Inc., 25 Park Place, New 
York City —Electrical Wholesaling, June, 


| 1936. 


Power Transformers 


This complete line of power, signal and 
control transformers is designed to meet 
almost every condition where power trans- 
formation is required. Transformers 
suitable for signal or control application, 
such as manual or automatic coal systems, 
low-voltage relays, oil burner ignition 
control, and many other applications, are 
provided in either housing or encased 
types. Heavy duty units for power ap- 





plications, circuit isolation and other ap- 
plications, with either step-down or step- 
up winding ratios, are provided with case 
housings and outlet boxes. Engineered 
for safety and trouble-free performance, 
these transformers are built to operate 
under constant duty and are conserva- 
tively rated. Double wound designs, pro- 
viding isolation of primary and secondary 
circuits, are available in capacities up to 
5,000 VA. Auto types up to 10,000 VA 
with a complete range of primary and 
secondary voltages. Sola Electric Co., 
2525 Clybourn Ave., Chicago, Ill—Elec- 
trical Wholesaling, June, 1936. 
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Main and Range Switch 


This combination main and range 
switch, with four branch circuits, has 
many unique construction features. By 
loosening one self-locking type screw, the 
entire switch assembly can be tilted for- 
ward or entirely removed, leaving the 
cabinet interior available for wire-pulling 
and installation. Maximum safety is pro- 
vided by completely dead front construc- 
tion and non-interchangeability of pull- 
outs. Holes in the carrier block make 
it possible to test the range and main 
fuses without removing them from the 





circuit. Branch circuit plug fuses are 
tested in the same manner. Approved 
type of solderless connectors are used 
throughout, with porcelain barriers 
around all terminals to prevent accidental 
short circuits, due to accumulations of 
dust and moisture. Cutler-Hammer, Inc., 
476 N. 12th St., Milwaukee, Wis.—Elec- 
trical Wholesaling, June, 1936. 


Pea Huller 


Designed for the manufacturer’s food 
mixer, this attachment will both hull peas 





and slice beans quickly. Lists at $1.98. 
Hamilton-Beach Co., Racine, Wisconsin. 
—Electrical Wholesalina, June, 1936. 


Are Suppressor Tubes 


This line of gaseous discharge tubes has 
been developed for surge protection and 
arc suppression in highly inductive cir- 
cuits, especially direct current. Operate 
on the principle that in a gaseous dis- 
charge tube no current flows until the 
voltage applied is sufficient to ionize the 
gas. It then becomes a good conductor. 
Tubes are rated for use in 125, 250 and 
500 volt d.c. circuits and calibrated so that 
no load is placed upon the normal circuit. 
When the surge potential, due to the open- 
ing of a switch, for instance, rises above 
normal, the tube ionizes and shunts out 
the surge. The line of arc suppressors 
is a combination of a surge protector tube 
and a condenser. Manufacturers claim 
that these practically eliminate coil fail- 
ures which may be initiated by insulation 
failures due to high, self-induced surges. 


They also permit a lower safety factor 
on initial installation. Sundt Engineering | 




















Co., 4238 Lincoln Ave., Chicago, Il!.— 
Electrical Wholesaling, June, 1936. 


Water Heater Switch 


Employing the positive make and break 
mechanism, this two-circuit water heater 
switch is front-operated. Has _ silver- 
plated contacts. Consists of two, two- 
pole switches in one case. Dead front 
plate is held in place by a large nut ona 
slotted stud, providing a simple, but ade- 
quate method of sealing the dead front 
plate to prevent wire tampering, or acci- 
dental contact with the live parts of the 
switch. Guards, constructed above the 
special laminated horn fibre operating 
levers on the outside of the case, provide 





a means of padlocking the switch in either 
the “on” or “off” positions. Cutler-Ham- 
mer, Inc., 472 N. 12th St., Milwaukee, 
Wis.—Electrical Wholesaling, June, 1936. 


Indirect Luminaire 


The third design in this manufacturers’ 
“L’Or-Ray” series is for use with 300 to 
1,500 watt lamps. The hard glassine 
coating of Lunax aluminum makes this 
unit permanently efficient and perma- 
nently lustrous. Hole in bottom of bowl 
permits the use of silvered bowl lamps. 
Self-aligning canopy facilitates hanging, 
cleaning, and relamping. Interior reflect- 
ing rings softly illuminate the small dome 
in bowl bottom. Suggested as specially | 
adaptable to restaurants, schools, offices, 
stores, libraries and hotels. Curtis Light- 











ing, Inc., 1123 W. Jackson Blvd., Chi- | 
cago, Ill—Electrical Wholesaling, June, | 
1936. 
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Stock HUNTER 


—exclusive features 


make selling easy 





Before deciding upon a 


line of FANS ..... 


CHECK THESE 
SALES FEATURES 





Compe- 
Hunter tition 





1 Does the manufacturer have YES ? 
* a strict jobber policy? 


2 Is ee fan guaranteed for YES | ? 


* 5 years? 
3 Is each fan quiet in opera- Ves 17 


* tion? 


4 Does the maker concentrate YES 1? 
*upon fan design and con- 
struction? 


5 Is the finish durable and YES | ? 
* easily cleaned? 


6 Is the base heavy enough to YES ? 


* insure stability? 


7 How long will 10’, 12” and A full ? 
* 16” oscillating fans operate | Season 
without oiling? 











* And—THE AIR SPREAD FANS HAVE 
GREASE-PACKED BEARINGS; NO LUBRI- 
CATION REQUIRED FOR 3 TO 5 YEARS. 








WRITE FOR CATALOG 


HUNTER FAN & MOTOR CO. 


Atlanta Boston Chicago Cleveland 
Dallas . Detroit . Kansas City . Memphis 
New Orleans . New York City . Phila- 


delphia . Pittsburgh . Washington 
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Dynamic Cone Speaker 


This “Cinaudagraph” speaker requires 
no electro-magnetic excitation. High 





magnetic densities are attained with a 


| permanent magnet alloy “Nipermag.” 





Use of this alloy permits elimination of 
the use of rectified electricity in the 
speaker field. The result is a decided 
saving in current consumption, also elim- 
ination of cost of rectifying equipment. 
“Nipermag” permanent magnets, with 
high flux density are another exclusive 
feature. An infinite baffle, which is a 
special type of housing, prevents distor- 
tion and barrel effect. Manufacturer 
claims this new magnet metal has been 
successfully used by European speaker 
manufacturers for more than a year. 
Cinaudagraph Corp., 1270 Sixth Ave., 
New York City.—Electrical Wholesaling, 
June, 1936. 


Compact Range 


Furnished in either three or four burner 
types, this Model 1445 TA _ electric 
range is designed to provide full capacity 
in limited space. Measures 40 by 24 in. 
and is 36 in. high. Oven is porcelain 
enamel lined. Includes two burners, upper 
serving as a broiler. Unit switch control. 
Provided with indicating temperature 
control. Has hold-open attachment for 
broiling. Employs four 8-in. open or 
“Kalmax” enclosed type surface burners. 
One 6 in. burner may be substituted on 
order without extra charge. Finished in 
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full ivory porcelain enamel. Stainless 
porcelain cooking top. Standard Electric 
Stove Co., 1718 N. 12th St., Toledo, Ohio. 
—Electrical Wholesaling, June, 1936. 


Automatic Oven Roaster 


Equipped with three aluminum inset 
pans that fit into the large oval alumi- 
num well, this oven roaster will cook 
three different foods at a time. Tempera- 
ture is automatically controlled by a ther- 
mostat, which maintains the desired heat 


as indicated on the dial by the controlling 
arm. Signal light indicates when roaster 
has reached its proper heat by flashing 
off. This shows that the temperature of 
the cooking well is at the dial setting. 
Equipped with wire trivet rack for place- 
ment of food above the bottom of the 
roaster. This allows even heat circula- 
tion around food and prevents burning on 
the bottom. Provided with a unit ele- 


*ment on sides and bottom. Large alumi- 


num cooking well has a capacity of 8 
quarts. Three inset pans have a combined 
capacity of 6% quarts. Manufacturers 
claim that it costs no more to operate 
than an electric iron. Landers, Frary & 





Clark, New Britain, Conn. — Electrical 
Wholesaling, June, 1936. 


Interference Suppressors 


With the brush enclosed in a “pressed 
fit” laminated bakelite tube, these auto- 





mobile radio interference suppressors are 
designed for use in the new Ford V-8 
combined coil distributor unit. Overall 
outside diameter of the tube is exactly the 
same as that of the original brush re- 
placed, thus facilitating the change-over. 
Manufacturer claims that this “Ohiom” 
series of suppressors will stand up for 
long periods under unusually severe oper- 
ating conditions of heat and moisture. 
Ohio Carbon Co., 12508 Berea Rd., Lake- 
wood, Ohio — Electrical Wholesaling, 
June, 1936. 


Carbon Resistors 


Designed to provide unusual resistance 
to deterioration due 
to humidity, tempera- 
ture variations, over- 
loading and aging, 
these carbon resistors 
for radio sets range 
from .04 ohm to 10 
megohms, Special re- 
sistance values can be 
supplied if desired. 

Ohio Carbon Co., 12508 Berea Rd., Lake- 
wood, Ohio. — Electrical Wholesaling, 
June, 1936. 
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Desk Fan 


Available in four models—8 and 10 
in. non-oscillating, 10 in. oscillating, and 
10 in. oscillating with floor stand, this 
line of desk fans features blades of Parker 
design. They are provided with an in- 
duction-type motor and self-aligning wool 
pack bronze bearings with felt-packed oil 





reservoirs. A hinged desk bracket base 
provides for wall mounting. Eight inch 
fan has toggle switch in the back cover. 
Tez inch fans have toggle switch in the 
base. Column mounted fan has toggle 
switch on the column. Finished in semi- 
gloss black lacquer over motor, base, 
blades and guard. Nickeled fittings. Ten 
inch oscillator has an air delivery of 570 
c.f.m. and requires 37 watts input. Lists 
from $3.50 to $14.00. Emerson Electric 
Mfg. Co., 2018 Washington Ave., 
St. Louis, Mo.—Electrical Wholesaling, 
June, 1936. 


Fuse Puller 


Designed for 30 and 60 amp. fuses, this 
fuse puller and inserter is equipped 
with spring steel pulling wires 
moulded in the high-grade, tough, 
durable, soft rubber. This pre- 
vents their pulling out, and pro- 
vides insulation against shock. 
Handle is corrugated and shaped to 
fit hand and thumb, giving a firm, 
non-slipping grip. Lists at $.55 
each. Union Insulating Co., 
Parkersburg, W. Va.—Electrical 
Wholesaling, June, 1936. 





+In The Office of Wilmington 
(N. Car.) Electric Supply- Co. three 
of the mainstays were “caught.” 
C. F. Jones, owner, in the fore- 
ground, was about to leave, but put 
his hat on the desk and hoped it 


would be over soon. Ruth Hicks, 
stenographer, just finished a phone 
conversation and Harry Sell, coun- 
ter man, had a minute to spare be- 
tween customers. 
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Tell Your 


Customers 


There Is MORE 


WIRING SPACE 
In The “35 Line” 









The “35 Line” of Appleton Unilets improves 
installations by providing increased wiring 
space. The rounded ends of the cover opening 
and the absence of ear lugs in the body are 
important features of convenience. 


The castings of malleable iron are made in the 
Appleton Foundry and combine the desirable 
features of great strength and light weight. 
The cadmium finish provides positive resist- 
ance to rust and corrosion. 

Both Threaded and No-Thread types are 
available in the “35 Line” in 14”, 34”, 1”, 
114”, 1%4" and 2” sizes. Write for complete 
information. 


Sold through Wholesalers 


APPLETON ELECTRIC COMPANY 


1434 Wellington Avenue, Chicago, U. S. A. 


New ore — 76 Ninth Ave. 
San Francisco—655 Minna St. 
Los Angeles—340 Azusa St. 
Detroit—7621 Woodward Ave. 
St. Louis—420 Frisco Bldg 
Atlanta—541 Whitehall” St. be, AW 


Manufacturers of: 
Appleton Portable and Constant Duty Reelites 


APPLETON 
Threaded and No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. Off. 





Threaded 
ty in all 
popular styles. 


Standard for Better Wiring 





















































DIRECTORY OF ELECTRICAL WHOLESALERS + 1936 EDITION 


The Manufacturer’s Guide 
To More Effective Distribution 


Completely Revised with many 
new listings including all neces- 


sary information (except credit 
rating) for 1080 “Verified’’ 
Electrical Wholesalers 


Each listing includes: 


Name and address of firm 

Branch and affiliated houses 

Names of officers and department managers 

Name of purchasing agent 

Territory covered 

Number of salesmen—city, country, counter 

Floor space occupied 

Regular Inventory 

Lines handled—supplies, appliances, radio, 
fixtures 

Year business was established 


Memberships in national and local wholesaler 
associations 


All at a cost of less than 13c. per listing. 
Single Copies $15.00 -:- 


Additional Copies $7.50 


Order Your Copy Today and Save Time and 
Money Through “Verified” Distribution 


ELECTRICAL WHOLESALING, 330 West 42nd Street, New York City 

















+ Setting The Pace for his own 
community, Lewis Goldsmith, presi- 
dent of the Raritan Electrical Sup- 
ply Co., Perth Amboy, is complet- 
ing a model electrical home for 
himself. It is the first new home in 
that New Jersey city in 10 years. 
Since ground was broken, other 
“pioneers” have followed suit. 








Letters 


Knowledge Required to Sell 
Neon Sign Transformers 


To THE EpiTor: 

I am quite interested in the article on 
Neon Transformers in your April issue. 
You are quite right as to the available 
market but we do not agree with you as 
to the knowledge required to successfully 
market this product. 

We believe that to successfully sell 
and particularly to meet the competition 
of direct selling by manufacturers, sales- 
men should be trained not only in trans- 
former knowledge but above all in the 
manufacture of signs. They should be 
able to advise the small sign manufacturer 
not only the size and type of transformer 
to use but the type of tubing, electrodes, 
gas pressures, accessories, etc. 

The wholesaler has one great advan- 
tage over the sign manufacturer if he 
is really in the sign business, because 
he has practically every thing in stock 
that goes into the make up of a sign. 

As an example we stock the follow- 
ing items: transformers; high voltage 
cable; tube supports; electrode bush- 
ings; cable supports; Fahnestock clips; 
Mueller clips; electrodes; reflector but- 
tons; flashers; time switches; special 
cord sets and grommets. 

In addition to above there are the 
standard items of construction material 
normally carried in stock. 

R. H. ParKEr, president, 
Peerless Electrical Co., 
Minneapolis. 
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New Publications 


MARKETING INDUSTRIAL EQUIPMENT, 


By Bernard Lester. 307 pp. 44 dia- 
grams. McGraw-Hill Book Co. 1935. 
$3.50. This book presents a study of 
the distribution of durable or capital 
goods from the manufacturer to the in- 
dustrial user, and is intended to assist 
those actually engaged in the various 
phases of the distribution of engineering 
equipment and supplies. The author, 
who is assistant sales manager of the 
industrial department of the Westing- 
house Electric & Mfg. Co. and lecturer 
on industrial marketing at the Uni- 
versity of Pittsburgh, points the way to 
a careful analysis of product, markets 
and competitive distribution, and pre- 
sents new points of view on customer 
analysis and sales promotion. 

Of particular interest to wholesalers’ 
selling equipment lines, such as motors 
and control, panels, lighting, etc., to in- 
dustrial users are the discussions of 
channels of distribution, selling direct 
vs. through resale channels, cost of 
distribution, selection and training of 
salesmen, sales presentations, customer 
assignments, relationships with distribu- 
tors, planned selling, how industrials 
buy, knowing customers, sales promo- 
tion and industry cooperative effort. 























TESTED SELLING IpEas, from the files 
of Printer’s Ink and Printer’s Ink 
Monthly. Edited and compiled by C. 
B. Larrabee and Henry W. Marks. 








EASY TO GET WITH THIS COMPLETE LINE 


National quality is right—prices are right—whole- 
salers’ discounts are right. And National cooperates 
with the jobber a full 100 percent. Sales and engineer- 
ing assistance always at wholesalers’ service. 


NATIONAL 


AIR CONDITIONING EQUIPMENT 


Everything manufactured by National is expertly en- 
gineered—ruggedly constructed—thoroughly depend- 
able. Be sure to inform yourself on this complete 
line of air circulaters, blowers, ventilators, exhausters, 
propeller fans and air conditioning equipment for 
every need. Post yourself on this outstanding line and 
helpful service. Send for bulletins and prices. 


NATIONAL FAN AND BLOWER CORPORATION 
543 W. WASHINGTON BLVD., CHICAGO, ILL. 











368 pp. McGraw-Hill Book Co. 1936. 
$3.50. This is a case book, containing | 
over 200 practical, usable ideas taken | 
from the experience of successful com- 


panies, large and small. The authors| ge 


have selected simple ideas capable of} 2 


adaptation and adoption in many types 





IDEAL 


REVOLUTI 


ef Te 





ONARY 
BIG 
DEMAND! 


“THERMO-GRIP” PLIERS SELL AT SIGHT 


Save 50% of Soldering Work. Eliminate Blow 
Torch. Make Friends for Dealers and Wholesalers. 











+ Since 1919, Guy L. Adams has 
been on the pay roll of Summers 
Hardware Co., Johnson City, Tenn. 
In 1929 he began taking an interest 


in electrical lines. Today he man- 
ages that department. Right now 





It heats while it grips! Plug into a light socket and the carbon jaws are hot in an 
instant, heating two sides of the work and gripping it at the same time. ‘‘Great’’ for 
sweating joints in threadless copper pipe and fittings. Equally adaptable to apply- 
ing or removing solder lugs or any small solder work in electrical contracting, main- 
tenance and manufacturing. An essential item in kit of the electrician, refrigerator 
serviceman, the plumber and others. A big dollar-volume item for wholesalers! 


IDEAL Solderless-Tapeless 
WIRE CONNECTORS AND LUGS 4 


are two other devices rapidly becoming standard—large 
repeat business—millions in use and used each year. 
Make speedier, neater, more compact and permanent 
wire joints. Sizes for all common wiring work. Ideal 
also manufactures a complete line of SOLDER LUGS— 
square and round ends. 

Ideal Wire Connectors, Solder and Solderless 

Lugs are fully approved. Listed by Under- 

writers’ Laboratories. 





TOEAL ‘Solder- WRITE FOR LITERATURE, WHOLESALERS’ 
Wire Connector PROPOSITION, PRICES AND SAMPLES 








he is especially proud of a 45-page 
electrical catalogue recently issued 
to reach several hundred industrials, 
contractors and dealers. 


1047 Park Ave. 
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IDEAL COMMUTATOR DRESSER CO. 


IDEAL Soilder- 

less Lugs make 
a thre: grip 

Sycamore, Ill. threaded | 


wires 
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DIRECTORY OF ELECTRICAL WHOLESALERS + 1936 EDITION 


The Manufacturer’s Guide 
To More Effective Distribution 


Completely Revised with many 
new listings including all neces- 


sary information (except credit 
rating) for 1080 “Verified” 
Electrical Wholesalers 


Each listing includes: 


Name and address of firm 

Branch and affiliated houses 

Names of officers and department managers 
Name of purchasing agent 

Territory covered 

Number of salesmen—city, country, counter 
Floor space occupied 

Regular Inventory 


Lines handled—supplies, appliances, radio, 
fixtures 


Year business was established 


Memberships in national and local wholesaler 
associations 


All at a cost of less than 1éc. per listing. 
Single Copies $15.00 -:- Additional Copies $7.50 


Order Your Copy Today and Save Time and 
Money Through “Verified’’ Distribution 


ELECTRICAL WHOLESALING, 330 West 42nd Street, New York City 














+ Setting The Pace for his own 
community, Lewis Goldsmith, presi- 
dent of the Raritan Electrical Sup- 
ply Co., Perth Amboy, is complet- 
ing a model electrical home for 
himself. It is the first new home in 
that New Jersey city in 10 years. 
Since ground was broken, other 
“pioneers” have followed suit. 


Letters 


Knowledge Required to Sell 


Neon Sign Transformers 





To THE EpITor: 


I am quite interested in the article on 
Neon Transformers in your April issue. 
You are quite right as to the available 
market but we do not agree with you as 
to the knowledge required to successfully 
market this product. 

We believe that to successfully sell 
and particularly to meet the competition 
of direct selling by manufacturers, sales- 
men should be trained not only in trans- 
former knowledge but above all in the 
manufacture of signs. They should be 
able to advise the small sign manufacturer 
not only the size and type of transformer 
to use but the type of tubing, electrodes, 
gas pressures, accessories, etc. 

The wholesaler has one great advan- 
tage over the sign manufacturer if he 
is really in the sign business, because 
he has practically every thing in stock 
that goes into the make up of a sign. 

As an example we stock the follow- 
ing items: transformers; high voltage 
cable; tube supports; electrode bush- 
ings; cable supports; Fahnestock clips; 
Mueller clips; electrodes; reflector but- 
tons; flashers; time switches; special 
cord sets and grommets. 

In addition to above there are the 
standard items of construction material 
normally carried in stock. 

R. H. PARKER, president, 
Peerless Electrical Co., 
Minneapolis. 
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New Publications 


\q MARKETING INDUSTRIAL EQUIPMENT, 
By Bernard Lester. 307 pp. 44 dia- 
grams. McGraw-Hill Book Co. 1935. 
$3.50. This book presents a study of 
the distribution of durable or capital 
goods from the manufacturer to the in- 
dustrial user, and is intended to assist 
those actually engaged in the various 
phases of the distribution of engineering 
equipment and supplies. The author, 
who is assistant sales manager of the 
industrial department of the Westing- 
house Electric & Mfg. Co. and lecturer 
on industrial marketing at the Uni- 
versity of Pittsburgh, points the way to 
a careful analysis of product, markets 
and competitive distribution, and pre- 
sents new points of view on customer 
analysis and sales promotion. 

Of particular interest to wholesalers’ 
selling equipment lines, such as motors 
and control, panels, lighting, etc., to in- 
dustrial users are the discussions of 
channels of distribution, selling direct | 
vs. through resale channels, cost of 
distribution, selection and training of 
salesmen, sales presentations, customer | 
assignments, relationships with distribu- 
tors, planned selling, how industrials 
buy, knowing customers, sales promo- 
tion and industry cooperative effort. | 











EASY TO GET WITH THIS COMPLETE LINE 


National quality is right—prices are right—whole- 
salers’ discounts are right. And National cooperates 
with the jobber a full 100 percent. Sales and engineer- 
ing assistance always at wholesalers’ service. 


NATIONAL 


AIR CONDITIONING EQUIPMENT 


Everything manufactured by National is expertly en- 
gineered—ruggedly constructed—thoroughly depend- 
able. Be sure to inform yourself on this complete 
line of air circulaters, blowers, ventilators, exhausters, 
propeller fans and air conditioning equipment for 
every need. Post yourself on this outstanding line and 
helpful service. Send for bulletins and prices. 


NATIONAL FAN AND BLOWER acetates 
B. Larrabee and Henry W. Marks. 543 W. WASHINGTON BLVD., CHICAGO, 
368 pp. McGraw-Hill Book Co. 1936 


$3.50. This is a case book, containing 
over 200 practical, usable ideas taken 


from the experience of successful com- 


panies, large and small. The authors woo 
have selected simple ideas capable of| ¢ a 








of Printer’s Ink and Printer’s Ink 


| TESTED SELLING IpEas, from the files | 
Monthly. Edited and compiled by C. 









































adaptation and adoption in many types 
ee =~ DEMAND! 
l ee : 
2 
; “THERMO-GRIP” PLIERS SELL AT SIGHT 
4 EA \j Save 50% of Soldering Work. Eliminate Blow 
€ Torch. Make Friends for Dealers and Wholesalers. 
r It heats while it grips! Plug into a light socket and the carbon jaws are hot in an 
r instant, heating two sides of the work and gripping it at the same time. ‘‘Great’’ for 
r | sweating joints in threadless copper pipe and fittings. Equally adaptable to apply- 
3 | ing or removing solder lugs or any small solder work in electrical contracting, main- 
tenance and manufacturing. An essential item in kit of the electrician, refrigerator 
" serviceman, the plumber and others. A big dollar-volume item for wholesalers! 
“4 IDEAL Solderless-Tapeless 
k WIRE CONNECTORS AND LUGS 
“ are two other devices rapidly becoming standard—large 
repeat business—millions in use and used each year. 
a Make speedier, neater, more compact and permanent 
_ wire joints. Sizes for all common wiring work. Ideal 
54 also manufactures a complete line of SOLDER LUGS— 
t- + Since 1919, Guy L. Adams has square and round ends. 
al been on the pay roll of Summers Ideal Wire Connectors, Solder and Solderless 
Hardware Co., Johnson City, Tenn. Lugs are fully approved. Listed by Under- 
ne In 1929 he began taking an interest writers’ Laboratories. ‘ 
al in electrical lines. Today he man- IDEAL. ‘Solder: WRITE FOR LITERATURE, WHOLESALERS 
ages that department. Right now whe Oe teseer PROPOSITION, PRICES AND SAMPLES 
; he is especially proud of a 45-page 
it, electrical catalogue recently issued IDEAL COMMUTATOR DRESSER CO. eas Luge mone 
0.5 to reach several hundred industrials, 1047 Park Ave. Sycamore, Ill. yy * +, 
4S. contractors and dealers. 
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,) YOU'RE RIGHT! 





[ / SAY OLD CHAP, THOSE 

RUST STAINS ARE m ae 

GHASTLY, ARENT THEY? ey are unsightly - and harmful too. 

-AND LOOK WHAT THEY 

i ARE DOING 70 MY Housel But you won't be troubled with rust stains 
me 


Y anymore when you - 











“Specify Porcelain 
Products” 


Twice the mechanical strength - 


Three times the dielectric strength you'll 





ever need and in an ALL porcelain 
wireholder ! 


PORCELAIN PRODUCTS INC. PARKERSBURG, W. VA.- U. 5. A. 


ANNOUNCING 
NEW 


CABLE SUPPORT 


AND 
PIPE HANGER 

















No. 480 “BULL DOG” ARMORED 
CABLE SUPPORT 


A light weight clamp for supporting or 
hanging armored cable to steel frame- 
work. It is made of stamped steel, 
cadmium plated, with case hardened 
cup point set screw. 


EXAMINE THESE FEATURES 


@ Permit hanging cable or conduit from any angle. 
@ Eliminate necessity of drilling frame-work, saving time, 
labor and preventing weakening of steel beams by drilling holes 
through them. 

@ Easily and quickly installed—especially convenient for 
No. 470 PIPE changing wiring on temporary or permanent jobs. 


OR CONDUIT HANGER 2 aoe and best method of installing armored cable, con- 


t or pipe in factories, garages or buildings of steel con- 





A strong and durable malleable struction. 

iron hanger for supporting pipe or 

conduit to steel framework. It will Write for complete details, prices and literature on these new 
accommodate sizes of %”, %” and No. 480 ‘Bull Dog’ armored cable supports and No. 470 pipe 
1” pipe to steel beams %” thick. or conduit hangers. 











FULLMAN Mec. Co., béR0e 


MANUFACTURERS OF FLOOR BOXES AND WIRING SPECIALTIES 





of business, which have proved success- 
ful by actual use under depression con- 
ditions. The index of subjects includes 
many which directly concern the whole- 
saler and his salesmen, while several 
electrical items are included in the index 
of commodities. This reference book 
affords a fund of information for those 
salesmen of wholesaling firms who are 
constantly seeking out new merchandis- 
ing ideas which they can pass on to 
their dealers. 


Tue Pusiic SPEAKER’S SCRAPBOOK, 
By William G. Hoffman. 269 pp. 
Whittlesey House, New York, 1935. 
$2.50. Business men, who are oc- 
casionally called upon to address lunch- 
eon clubs, sales meetings or other 
groups, will find much helpful material 
in this volume. It contains a wealth 
of usable and stimulating ideas for any- 
one preparing to make a speech. Writ- 
ten for both experienced and inex- 
perienced. speakers, the book tells how 
to plan a speech so as to arouse interest 
at the start, expand the central idea and 
conclude forcefully. Several chapters 
are devoted to selected incidents, illus- 
trations and anecdotes particularly 
adapted for use by public speakers. The 
book also tells how to introduce a 
speaker and gives a variety of specimen 
introductions. An index directs the 
reader to selections for practically every 
theme of interest to audiences. A\l- 
though it concisely presents the prin- 
cipals of public speaking, this is not a 
textbook, but rather a source book of 
material for that next speech. 


ADVERTISING and SELLING INDUs- 
TRIAL Goons. By Vergil D. Reed, Ph.D. 
281 pp. 30 illustrations. Ronald Press 
Co., New York. 1936. $3.50. Fifteen 
years’ experience in industrial market- 
ing provides the background for this 
book, which is directed particularly to 
those small and medium-sized manufac- 
turers who are dependent upon the most 
effective use of their advertising appro- 
priations. Many of the subjects dis- 
cussed, such as industrial buying mo- 











+The Little Toy Soldier goes on 
parade, under the guiding hand of 
T. K. Edenfield, a member of the 
warehouse staff of the General 
Electric Supply Corp., Nashville. 
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+ “Sounds Good,” says Abe Beller 
(left) of the Eastern Electrical 
Supply Co., Newark, N. J., to his 
partner Ben Golden. Ben keeps the 
salesmen on their toes and the in- 
side worries fall on Abe. 











tives, analyzing the industrial market, 


Complete 
building and distributing catalogs, de- e 
veloping mailing lists, and exhibiting Private 


at trade shows, are also of direct interest 
to the distributor who sells to industrial 

plants. The author, for many years Telephone 
connected with an advertising agency 

specializing on industrial accounts, is 


associate professor-of marketing at Bos- Systems— 


ton University, and director of the re- 


tail and wholesale division of the U. S. 
Census Bureau. that you ¢an sell 
Towarp SocraL Security. By Eve- > . 
line M. Burns. 269 pp. Whittlesey by the package: 
House Div., McGraw-Hill Book Co., 
New York. 1936. $2.00. In this single | SERV-U-FONES are complete private tele- 
volume, Professor Burns has effectively | phone systems furnished in packages and sold 
combined a searching and critical | over the counter like any other electrical mer- 
analysis of the provisions of the social |Chandise. Every home, office and shop is a 
eit : . | potential prospect for these convenient inter- 
security act with a long-range view of communicating systems, thus providing an 
Its probable effect on the economic se- | ynexploited and highly remunerative field for 
curity of the unemployed, the aged, the | promotional effort. 


sick and disabled and widows and Of-| SERV.U-FONE systems sell for as low as 
phans. The cost of this social legisla- | $49 00 (for the 2-station system) and are avail- 
tion is carefully traced in an attempt to | able in graded sizes up to 10 stations capacity. 
determine its effect on the employee, the | Packages are plainly labeled and easy to select 
employer, the state and the country. |in the proper combination for any require- 
Professor Burns does not confine her | ™e"t 

study to the workings of the act itself.| Here is new, additional business for every 
She is concerned as well with its rela- | electrical jobber, contractor and dealer, which 
tion to the whole economic and social | does not displace any existing market. Only 
a few territories are still available. Send 


problem of security. An appendix offers | foy catalog and confidential discount sheet— 
a clear tabulation of the provisions of | gt once. 


the act with a special outline of the | 
sections dealing with state participation. 











23,000,000 Radio Homes 


The joint committee on radio research 
has estimated the number of radio fami-| ~ [[}SERV-U-FONE systems are 
lies in the United States, as of January opti hy Aged 7 
1, 1936, at 22,869,000. As new sets are . 
now selling at the rate of 416,000 a Ge pattie telephone system. 
month, the Columbia Broadcasting Sys- 
tem predicts that the number of radio| American Automatie 
homes will reach 23,000,000 this sum- 
mer, plus over 3,500,000 auto radios.) Kleetrie Sales Company 
Columbia estimates a minimum radio 
audience this summer of 15,600,000| 1033 West Van Buren Street 
families, actually listening an average : 
of four hours each day. Chicago 
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orCveru Purpose 





ARMORED CABLE 
APPLIANCE CORDS 


BUILDING WIRE—AII 
Types 


CONTROL CABLES— 
Braided and Lead 


FLAMEPROOF WIRE & 
CABLE 


FLEXIBLE CORDS & 
CABLES 


FLEXIBLE STEEL 
CONDUIT 


LEAD-COVERED WIRES & 
CABLES 


NON-METALLIC 
SHEATHED CABLE 


PARKWAY CABLES 
POWER CABLE 


RUBBER INSULATED 
WIRE & CABLE 


SERVICE ENTRANCE 
CABLES 
SIGNAL CABLES 


VARNISHED CAMBRIC 
CABLES 


And all kinds of special cables 
to meet A.S.T.M.,  A.R.A., 
I.P.C.E.A., and all railroad, gov- 
ernment, and utility companies’ 
specifications. 


C BR.2 S06 ee 
Insulated Wire & Cable Co., Inc. 
Trenton, N. J. 
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+ It Looks Chilly on the grounds at 
French Lick as Chicago wholesalers 
gather for their annual Spring get- 
together. Left to right: Fred 
Eiseman, Revere Electric Co.; Ben 
Hallberg, Trumbull Electric Mfg. 
Co.; Bill Weiss, Graybar Electric 
Co., and G. A. Yates, Phelps-Dodge. 








CWMititemidiiiioatin 


Appliances—6-page illustrated bulletin 
describing new line of matched electrical 
appliances.—Dominion Electrical Mfg. 
Co., 22 Elm St., Mansfield, Ohio. 


Condensers — Supplementary catalog 
No. 5625. Lists replacement units ac- 
cording to set manufacturer, set model, 
characteristics, set manufacturers’ part 
number, and Aerovox catalog number.— 


Aerovox Corp., 708 Washington St., 
3rooklyn, N. Y. 
Controllers—Catalog 26. 11 pp. IlI- 


lustrations and technical data, including 
connection diagrams, of line of drum 
controllers for six styles of reversible, 
split and multi-phase motors. Includes 
price list and selection chart.—Furnas 
Electric Co., West Allis, Wis. 


Farm Equipment — Bulletin GEA- 
2248A. 4 pp. Designed to assist rural 
electrification programs. Illustrates use 
‘of electricity on farms and in. farm 
|homes. Lists 50 representative applica- 
| tions, giving average kwh. consumption 
| for each.—General Electric Co., Schenec- 
| tady, N. Y. 


| Heater Switches — 4-page illustrated 
| bulletin, describing new line of bi-rotary, 
slow-break range switches, also im- 
proved hydraulic oven thermostats.— 
Hart Mfg. Co., Hartford, Conn. 

Lighting Equipment—Bulletin 6B. 5 
pp. Illustrated. Covers reflector sockets, 
reflectors, outdoor fixtures, flood lights 
and accessories.—Multi Electric Mfg. 
Co., 1840 W. 14th St., Chicago, Ill. 


Lumiline Units—4-page bulletin. Il- 
lustrations, descriptions and prices of fix- 
tures and portable lamps for new lumi- 
line tubular bulbs, including picture and 
pulpit lights, desk lamps, mirror lights, 
etc.—The O. C. White Co., 17 Hermon 
St., Worcester, Mass. 


Motor Bearings—Catalog EM-6. 32 
pp. Describes complete line of replace- 
ment bearings with price list, alphabeti- 
cal, numerical and progressive listings, 
also solid and cored bronze bars. John- 
son Bronze Co., New Castle, Pa. 











SIMPLE, ISN’T IT? 





SOLDERLESS CONNECTOR 


NOTICE: The triangular wedge formed by 

the tang and V-bottom collar 

which forces the wire into a soli 

mesh— 

NO set-screw contact . . . 

NO flattening or separating of 
WCE... 6 . 

NO limitation to one size wire . 
O shearing effect whatsoever . 

NO special tools required to 
make connection . . . 


NO need for you to search any longer for the PERFECT 
Solderless Connector—WE HAVE IT! 








Ilsco solder lugs show the size of the largest 
wire they will take. 





FREE—A large display board, 
containing mounted samples of 
ILSCO lugs. Sent upon request. 











ILSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Road, Cincinnati, Ohio 
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Classified Ads 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance: is required for ad- 
vertising in this column. 





Salesmen Wanted 


Experienced salesman on major elec- 
trical appliance lines wanted by southern 
California distributor. Also have oppor- 
tunity for executive type supply sales- 
man. Please write fully and enclose 
photograph, if possible. Box 60, Electri- 
cal Wholesaling, 330 W. 42nd St., New 
York City. 


Lines Wanted 


Manufacturers’ representative, contact- 
ing electrical, office equipment, indus- 
trial, and optical industries, seeks addi- 
tional lines in New England. If you 
are not satisfied with your present sales 
in New England, here is a real oppor- 
tunity to merchandise your products. 
Write, giving full particulars concerning 
products and sales policy. Box 61, Elec- 
trical Wholesaling, 330 W. 42nd St., 
New York City. 


Manufacturer’s Representative, Mid- 
dle Western territory, several years’ ex- 
perience contacting architects, electrical 


contractors and engineering firms. Pre- 
fer something electrical. Not interested 
in specialties.. Best of references. Box 


62, ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 








+ Here’s How says George Rector, 


internationally famous chef, and 
food consultant for the Atlantic 
and Pacific Tea Co., as he demon- 
strates the gentle art of breaking 
an egg for the benefit of Reese 
Mills, manager of the range and 
water heating department of the 
Westinghouse Electric & Mfg. Co. 
The photo was taken during Mr. 
Rector’s recent demonstration be- 
fore the home service conference 
and kitchen planning school held at 
Mansfield, Ohio. 








You sell Gite 


BX, conduit, ex., 


every day— 





Sell them the blades that 


cut these materials best! 
They are MILFORD FLEXIBLE DUPLEX blades— 


‘‘Electricians Special’’—easiest starting, fastest 
cutting for BX, conduit, wire mould, pipe, angles, ete. 
Long wear without breakage. Sell them with every 
order for supplies. Ask for sales promotion material. 


MILFORD FLEXIBLE DUPLEX 





Each blade stamped with length and pitch for quick identification 


THE HENRY G. THOMPSON & SON CO. 
NEW HAVEN, CONN. 




















Actual Size 
5/3" Thick, 


levolier 
The Levolier Thin model Switch No. 41 
is an achievement in small switches. 
The above actual size picture shows it 
* is not over % of an inch in thickness. 
6 An In spite of its smallness, it retains all 

P- of the practical characteristics of the 


famous Levolier line. It is the smallest 6 amp. 
switch made. 






At the left are shown six logical uses for this practical 
Levolier, which may be secured in three different stem 
lengths. You’ll make no mistake in ordering these Levolier 
Thin Model Switches. 


“cxee'| VEE GILL 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1 


VALPARAISO - INDIANA 
Box No. 636 
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YAGERS 


races has stood 
| leap the 


ALTS 


Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


1/9 pound cans. . . $0.50 ea. 

1 poundcans... .80ea. 

5 poundcans... 3.00 ea. 
Less by reshipper cartons. 








Ask for 
FREE SAMPLE 





Alex R. Benson Co. Inc. 
Hudson, N. Y. 















Lugs— 
Wolverine— 


Ready Volume 
Builders 


High quality and ex- 
cellent reputation 
make Wolverine Sol- 
dering Lugs an excellent volume 
builder. Users like them and are 
easily induced to repeat orders. 


The high quality is no accident 
but the result of a consistent 
policy of care in manufacturing, 
maintained through the years. 
Pure electrolytic copper is ex- 
truded into tubing, and formed 
into lugs. Sizes are correct, finish 
superior. Made to N.E.L.A. speci- 
fications —they have complete 
Underwriter approval. And, we 
distribute only through 
recognized wholesale 
channels. 





Wolverine 
Tube Co. 


1441 Central 
Detroit Mich. 
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The Couch 
“POWERITE” 


AC to DC Rectify- 
ing Units for Tele. ; 
phone and Signal - 

Installations. 





A fertile market $ 
exists amongst con- 4 
tractors who spe- Fi 
eialize in Apartment 4 
House and other é 
Telephone work. { 





Write for Bulletin. 








S. H. Couch Co., Inc. 


No. 6-1-12 
% North Quiney, Mass. 


6 v., % amp. D.C. 














CLOCK 


controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, Inc. 
Mount Vernon, New York 


BF 1 f= 


Solderless 
Service 
Connectors 
These are the univer- 

sally accepted 


type 
but have yn | 
improvements and ad- 














tight contacts; wire 
size part of SHERMAN 
catalog number, easy 
to order and use; bolt, 
spacer and nut an in- 
tegral assembly; tough 
bronze in every part. 


Send for Trade Bulletin No. 22 
Sold Thru Jobbers. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 
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THE FERED, 
ORIGINAL | ——-"% 


BURLEY 
SOLDERING sty rea 
\“ 

PASTE ———— 





A uniformly good paste, that has 37 
years of success behind it, is the rigkt 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence — it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 
North East, Pa. 
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PLYMOUTH | 


a 





MANUFACTURED BY 


PLYMOUTH RUBBER COMPANY Inc PLYMOUTH RUBBER COMPARY luc. 


CANTON. MASS CANTON, MASS. U.S.A. 











Manufacturers PLYMOUTH RUBBER COMPARY, Inc. 
Since 1896 CANTON, »  » MASSACHUSETTS | 
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How Many 


Fuse Prospects 
Have You? 


Sometimes things are so easy 
to see that we forget to look at 
them. For instance, everybody 
knows that wherever there are 
electrical circuits there must be 
protection for them. We all 
know also, that somewhere in 
those circuits fuses are used. But 
in a lot of cases a salesman will 
call on a fuse user time after 
time and forget to ask for his 
fuse business. It is so easy to 
overlook the obvious thing. 


BUSSMANN MFG. COMPANY 
St. Louis, Mo. 


Division of the McGraw Electric Company 


BUSS super-lag FUSES 


MADE TO protect NOT TO BLOW 














This advertisement first appeared June, 1935. 
It is rerun at the request of men who feel that 
it contains a worthwhile thought for salesmen. 


“HOT WEATHER TALK” 


—let others do it 
—while you sell 


Hot weather, hot sunshine, hot sticky showers,—how they 
wreck sales pep. Pretty hard these warm days to keep up that 
old selling spirit. 


Some wise sales manager once said—''Turn every objec- 
tion into a selling asset.” Generally speaking that’s sound 
advice—it surely is in this case. 


None of us can do anything about the weather—but we 
can let OUR COMPETITORS do the slumping while we do 
the selling. 


Let them chat about fishing or the Ozarks, tennis or beer, 
Coney Island or what not—while they babble we can sell—and 
when selling is over, let’s grab the Panama and travel—there 
are others to be sold. 


Of course, hot weather gets buyers, too. It’s hard to keep 
them interested. Probably your best bet is to pick our articles 
that have special sales appeal and talk about them. 


Among such products there are none that lend themselves 
better to a good sound, igteresting sales talk than BUSS 
SUPER-LAG Renewable Fuses. 


Refresh your memory from time to time with the brief 
sales talk that is on the Buss price sheet in your binder—or 
better still talk to the BUSS sales representative. He is always 
getting new ideas from 
headquarters to pass along 
to you. 
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